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Peters Shoe Company 













ONE NAME sums 
up the four basic virtues 
of fine calfskin, 


skillfully tanned, 








“Countess” 


A popular pump with huge 
bow for striking contrast. In 
Tandrite Calf, Color No. 572 
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For junior and 


senior misses . . . glove-soft calfskin 


skillfully cut, detailed and lasted to fit, comfort and flatter the foot. 


No. 8758—Army Russet Imitation Loop Tie, Junior sizes: 8Y2-1I2 ABCD... 
12%-3 ABCD. + M8758—3'2-5 ABCD... Senior Misses: 5Y2-9 AAA AAABC. 


MANUFACTURED BY THE GILBERT SHOE CO. + THIENSVILLE, WISCONSIN 


"a CXXV, No. 12, BOOT AND SHOE RECORDER, Post Office 
» No. 12, published semi-monthly by Chilten Company (Inc.). En matter June 5, 1 
Milhdelphis under Act of March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. (Canadian rate sdian War em, ae 2 total of taser, 


tered as second class 
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“Year in and year out, we keep a card system on all our customers,” 
says Mr. Clark (for more than twelve years owner and operator of the shoe and furnishings departments 
of one of the largest complete men’s wear stores in the great southwest—Paul’s of Oklahoma City). 
“This gives us a perfect check on the ‘repeat customer’ value of the Jarman brand. We consistently promote 
Jarman in our windows, newspaper and radio advertising, and our large direct mail list. 
We know Jarman Shoes build customers that come back to us again and again.” 
Using all of the special tie-in material available to dealers every season, Mr. Clark has built 
one of the southwest’s most successful and profitable men’s retail shoe operations. “We always take 
advantage of every opportunity to tie in locally with Jarman’s outstanding national advertising,” 
Mr. Clark says, “and the result has been not only a great Oklahoma City business, but a large mail order 
business in the outlying districts as well.” 


TO RETAIL AT 


$585 <a sqpes 


MOST STYLES 


JARMAN SHOE COMPANY 


DIVISION OF GENERAL SHOE CORPORATION, NASHVILLE 1, TENN. 
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Beautiful White Leathers ~ ty 


G. LEVOR & CO. UNC. *¢ GLOVERSVILLE, N. ¥. 
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2000000 yins-with-naychechs 


give you a new tomorrow 
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Girl-with-a-job: Shirley Miller, young fashion designer, St. Louis 


* 350,000 career girls buy Glamour 
every month; fs 2,000,000 sanidtte Mflake over your ideas about tomérrow’s markets...starting Yo 


right now. For the changes in your market are in the making now! 
Young women with paychecks of their own are learning new ideas | 
about dress, good looks and good living. They’re studying the pages a. ‘ 
of Glamour...discovering trade names and labels. After the war... (and 
with jobs of their own, or new homes...they’ll set new standards, 
new taste levels, new demands for quality merchandise. You'll sell 
them more and better lipsticks or linens, stockings or sterling, shoes 


or sheets...in the magazine that’s doing a fine job of guiding the 


girl-with-a-job, the career girl’s own GL AMOUR 
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You like it 


.+. 50 M0 your customers 
(and that’s a good agreement) 


¢ « « You recommend Midland Grain, confident of customer approval. Its fine texture 
is tempting; its exceptional pliancy, pleasing; its serviceability, mighty satisfying. 


And it responds brilliantly to the shoe brush . . . Midland Grain in Bronztone 





Brown is now used extensively in British Walker and Synchro-Flex Shoes. In such 
a setting, it is pointed for pronounced popularity. You will gain by featuring it. 


J.P. SMITH SHOE COMPANY, CHICAGO 22, ILLINOIS 
New York, Marbridge Building . Los Angeles, Lankershim. Hotel 
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‘| THOUGHT STYLE was my best selling poini with 
old Mrs. Moneybags, but she set me straighi in q 




















hurry—‘Young man, I can see for myself how a 
pair of shoes looks! I want to know about some 
thing I can’t see—comfort!” 

“I was in luck. The shoes I was showing her 
were made with Armstrong’s Cushion Cork.* | 
teld her how it cushions the foot . . . eases break. 
ing-in . . . insulates against heat or cold. I pointed 
out also that Cushion Cork, being porous, helps 
ventilate the feet. 

“She tried them. “They really do feel wonder. 
ful,’ she said, ‘but if this comfort doesn’t last, Ij 
be back!’ 


“She came back, all right—for another pair! 





You can bet that the comfort features of Cushion 
Cork have been a big part of my sales story ever 
since. And it’s paying off in faster, easier sales— 
with more repeat sales than ever. But it took Mn 


Moneybags to sell me on selling comfort.” 








* * * 
THE COMFORT OF CUSHION CORK can help 
make your sales easier . . . give you more repeat sales 


It’s available in practically every type of shoe. (Cush 
ion Cork is used as midsoling, filler piece, platform 
and in combination with insoling material.) Nex 
time you order shoes, specify Armstrong’s Cushion 
Cork. Armstrong Cork Co., Shoe Comfort 

Headquarters, 9605 Arch St., Lancaster, Pa. @ 


Cashion Cook 


ADDS COMFORT TO EVERY 
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in May 






* Reg. U.S. Pat. Of. 





ARMS TRONG’S SHOE PRODUCTS 


COUNTERS . FILLERS e CUSHION CORK . CORK COMPOSITION 
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Our feather in your cap... 
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break- 
ointed @ Still another ad in Esquire... 
helps still another boost to the prestige of 
Walk-Over dealers because it helps 
onder. create national acceptance of these 
ast, Tl fine shoes. 
a This is part of a policy of consist- 
“ ent advertising, promotion and serv- 
= ice that backs up Walk-Over dealers. 
7? The Walk-Over name has earned full 
- public confidence . . . its advertising 
<< steadily attracts new customers .. . 
its shoes have always made repeat 
sales. 
in help 
2 ae Today we can’t make enough 
“(Cush ‘Walk-Overs to go around... but 
at foul there’s a new day coming! If you're 
) New interested in that bright future day, 
Cushion es — in making a tie-in with a company 
, CLOTHES: oe oi A =— | Brees ‘ that gives its dealers consistent sup- 
8 Sad : port in every way ... write to us now 


about a postwar dealership. 






As advertised 


7 in May Esquire 
WALK- OVER SHOES 


Walk-Over prices $8.95 — $10.95 Keith Highlanders $13.95 








GEO. E. KEITH COMPANY, BROCKTON 63, MASS. 
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“SURE, A PRAM-PUSHER 
CAN DANCE ON HER COUPON 


when she chooses 
plastic-covered heels!” 





f e The shoes in the window took her eye. She 2 e “Do you have a pair in brown,” she said, 
stopped and parked the baby-carriage . . . After a “pretty .. . and practical? My husband takes me 
long look at the displays, she came in with her to the Navy dances. . . but I still have to push the 





problem in her eyes . . . perambulator . . . on the same coupon!” 





3. I hustled out 266K in 5B... She likes their 4. “PLASTIC!” she said. “How wonderful!” 
looks . . . and so I said, “Here are shoes with “Yes, they'll stay like new,” I said, “for the life of 
PLASTIC-covered heels. They won’t scuff! Won’t the shoe . . . dancing . . . and pram-pushing!”’ Sure 
fl stain or fade, either! They’re Du Pont Scuffless enough, she settled for the 266K’s...and pranced 
“Pyraheel’—plastic heel covering.” off happily. You bet I'll mention “Pyraheel.” 


{ 
Specify ““Pyraheel” when you write out 
ee your next order. Comes in all colors 
( o* permitted under rationing. You'll know 
ee gan? it’s ““Pyraheel” by the clear, rock-like 
HS; ¢ es? ail ring when tapped with a metal shoe horn. 
‘| 4 * E. I. du Pont de Nemours & Co. (Inc.), 
*Sisrs PS Plastics Dept., Arlington, N. J. 
i} 401% 


*86 us par ort 


“PYRAHEEL’ 


3. U.S. PAT. OFF. 





plastic heel covering 


SETTER LIVING... THROUGH CHEMmMISTE! 
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The Huegel-Hyland store's widely acclaimed fitting reputa- 
tion has been built up right from the fitting stool by Mr. 
Joe Hyland and his whole organization. This store serves 
the Capitol and University City of Madison well in the large 


demand for light-weight smartly tailored, welt walking shoes. 
The HONEY 


No, 7497— Black Mar- 
acain Crushed Kid, 
Patent Trim, 5-Eyelet 
U-Throat, Stitched and 
Perforated Through ‘ . ‘ 
Lining. 327 Last, Drew's Walk-O-Bout styles in polished calfskins and Arch 
16/8 Patent Cuban 
Heel. 


It is a fine tribute to Drew shoes to know that they have a 


part in maintaining this reputation. 


Rest styles for dress up and duty wear incorporate the many 
features needed by the “hard to fit feet.” 


Drew's "'sculptured-to-the-foot-fitting” brings complete sat- 
isfaction to women who seek unsurpassed walking pleasure 


in smartly styled footwear. 


Daw toh Feat Bod 


Women’s Fine Welts For Over 50 Years 
THE IRVING DREW CORPORATION, LANCASTER, OHIO 
New York, 746 Marbridge Bidg. 
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Rosenbaum’s— famous for its splendid 
values—is geared to serve the millions 
living in the Pittsburgh market. This envi- 
able reputation has been achieved through 
far-sighted planning and buying. Today 
more than ever, Rosenbaum’s is care- 
fully buying for the present... wisely 


planning for the future. 





RED GOOSE SHOES 


Exceptional value is the keynote of Red 
Goose popularity with shoe buyers and 
parents. Juvenile shoe departments from 
coast to coast have been doing an out- 
standing job with Red Goose Shoes for 


many years. 





Va Pittsburgh 7 


ROSENBAUM SS. 








The makers of Red Goose are proud to 
produce hoes that parents like to buy... 
that boys and girls like to wear. Always 
a good buy... shoes bearing the Red 


Goose label live up to its traditional qual- 


ity standards. 


RED GOOSE DIVISION + INTERNATIONAL SHOE COMPANY + SAINT LOUIS 
10 
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We have always stressed quality, Gentlemen! 


Chairman Brogi is right! Our company § Whether it’s Ruby (Black) Kid, Peerless 


holds its position in the shoe and leather = White or colored kid, lining stock or 


industries because, even in time of grain leather, an Evans Leather is the 


War, quality standards are maintained. best of its kind. 


May 15, 1944 


Cvdieebens 


JOHN R. EVANS & COMPANY: CAMDEN: NEW JERSEY 
Est; 1857 
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¢ Every ration coupon 
is a priceless ticket to 
foot comfort plus style 


* 
: 


and wear, and crit- 
ical customers must be 
completely satisfied. 








“WILBUR COON SHOES— 
nce corto tr me The standard by which all fit is 
ce me measured,” says Shoe Fitter 


Charles R.. Petmidt | 


“Enthusiasm on the fitting floor is the best service that a store can 
2h oe ae render." Shoe Fitter, Charles R. Schmidt coined the above slogan 
Display must wee after long years of experience in fitting troubled feet with W. B. 
high standards of COON Shoes. In a period when shoes are emphasized by the limite- 


the line carried. ; ay a : : 
constantly. tion of rationing, it is all the more important to fit with greater care— 
; for increased walking puts new pressures upon the feet of active 
American Women—who want the best in shoes, with a real fitting 
service rendered at the fitting stool. 
™— —_W. B. COON SHOES—SELECTIVE IN-STOCK SERVICE—is now on o 
war basis of operation—utilizing only those materials not essential 
to our military forces. 


A—FREE TREADS: A related series of broad tread straight lasts. 





B—OUTFLARES: A related series of broad tread outflare-lasts. 
(Both of the above groups are available with the TRI-BALANCE 


insole as well as in the conventional welt construction.) 


Conservation of stock 
is accomplished by 
carrying more sizes on 
basic shoes. 









































with W. B. COON SHOES you will stay in business, come what may— 
i your business is built upon a substantial foundation—not subject to the 


ind and storm of chance demand,” says ohn A. Storch, 


When a store has a background of fifty years of ortho- 
vedic and corrective shoe selling, it can hold its customers— 
or though the community may change, the customers re- 
ain constant. 


John A. Storch, shoe merchant, is proud of his long allegi- 
ance to W. B. COON Shoes and gives seven reasons why 
¥.B. COON Shoes are tops at Storch's, 423 Springfield 

e, Newark; New Jersey—in-the past, in the present 

id in the future. 


+f The Seven Shoe Principles are: 


She 
pe-retaining qualities 
3—Pro lasts 
4—Wide range of sizes and widths 
5—Unusuol lasts for uncommon feet 
 6Wear 
7—Constant value—no depreciation 


th allegiance is warranted when both the maker of the 


and the seller of the shoes constantly cooperate in | 


te to the feminine public. 


Merchant of Newark 
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In neon lights the name STORCH flashes its message 
of fine footwear service. 


. 




















StOv taking chantes/ 


You wouldn’t risk a rattler’s bite — but danger strikes just 
as quickly at careless hands. Rattlesnakes warn before they strike, 
but in the factory danger possibilities are so familiar that their 
warnings are too often unheeded. 

Nearly half of all accidents in shoe factories happen to the 
hands; cuts, burns, lacerations, contusions, and infections of the 
hands account for 47% of all the time lost from accidents. 

Records show that most of these injuries are preventable. 
Taking chances, carelessness, slipping, tripping, hurrying and 
improper practices are the principal causes. 

Stop taking chances — injuries handicap the worker, the 
company and the war effort. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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> WiInTHROP:SHOES 
PLANNED FOR ACTION 


Today’s Victory-making calls for plenty of action on the home front. 
That’s why more and more busy men are turning to the flexible, easy- 
going comfort of Winthrop’s exclusive Action-Free construc- 

tion. . . . Winthrop’s dealers recognize in famous Action- 

Free construction a strong selling point for Winthrop 

comfort. . . comfort which, coupled with tra- 

ditional style and quality, assures Winthrop 

a place “well up front” in post-war times. 


Priced to Retail at 


$550 ,, $950 $450 ,, $550 
(Some Higher) Sizes 1 to 6 
WINTHROP SHOES WINTHROP JRS. 


TO BE ADVERTISED IN 


POST 


The Phyle Endures 


WINTHROP SHOE COMPANY, Division of International Shoe Company, SAINT LOUIS 


New York Office » Room 914 Marbridge Building 
May 15, 1944 








KEEP Grashee CLEAN 


Clean brushes last longer and do 
better work. Hold a wet sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean- 
ed at least twice a day. 


Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 
also mat down the hair or bris- 


NOT THIS 


tles causing them to cut against 
each other. 


USE ALL OF THE S2a0h 


a de 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
valsalso aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 


ee Brushes not in use should be kept in a dry 


box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 





TAKE GOOD CARE OF WHAT YOU HAVE 


WHY CONSERVE? 
Demands on the time, row 
stocks and energy needed 
to replace wastefully used 
materials, detracts from the 
facilities needed to further 
the War Effort. 


7 
4 Boys 
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LEATHER WRECKERS CLUB 








GERBERICH-PAYNE SHOE COMPANY ....... 


New ? k Of MA i t 1k 4 _ 


t Joy. Pennsylvania 








B. A. CORBIN & SON COMPANY why 








MARLBOROUGH, MASS. 
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Manufacturers of high quality Sport Shoes for men. The name Corbin has 





stood for excellence in fine shoemaking for more than one hundred years. 














RICHLAN: 
A Divi 
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> Not only are Fortune shoes advertised in America’s 










leading magazines, but each season Fortune dealers are 
offered outstanding window displays to help them capitalize 


Nis ¢s one of the 1easons on the national advertising. Illustrated below is one of the four 
why, MORE MEN WEAR 

FORTUNE SHOES 
THAN ANY OTHER BRAND 


IN THEIR PRICE RANGE 


new window displays Fortune dealers will use next Fall to tie 
in with Fortune color ads in The Saturday Evening Post and 
Collier's. With a line that retailers from coast to coast 
have voted first in its price range for style, fit and 
value—and with an advertising and merchandising program 
that’s second to none, there's no wonder that more men 

wear Fortune shoes than any other brand 


in their price range. $5 TO $5.50 


SOME STYLESHIGHER 
ce se 


ee THE MEDIOM PRICE rE 
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FAVORITE OF MILLIONS 
OF AMERICAN MEN 








FORTUNE 


Shoes foe When 


RICHLAND-DAVIDSON SHOE CO., NASHVILLE 1, TENNESSEE 


A Division of General Shoe Corporation 
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ROSEBAY WILLOW CALF 


WHITE PRINCESS CALF 


BLACK PRINCESS CALF 


OOZE SUEDE CALF 


COLORED WILLOW CALF 


ROYAL CALF AND SIDES 


CADET PATENT LEATHER 


WHITE BUCK LEATHER 


AMERIGRAIN ELK SIDES 


EMPIRE KIPS AND SIDES 








IT'S AMERICAN 


Friendliness, laughter, good fellowship, the chance to meet and 


mingle for a few moments during the day's demands of war 


production, are characteristic of American industrial life today. 
To produce the best possible leathers is also “American’, and 
most of the high quality calfskins and side leathers produced by 
the American Hide and Leather Company are now being 
utilized by our armed forces. After Victory, the leathers listed 
here will again be available in quantity for shoe manufacturers 


the world over. 


AMERICAN HIDE ano LEATHER COMPANY 
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WHAT’S THIS NEW GOODYEAR RESEARCH 


LABORATORY GOT TO DO WITH RUBBER HEELS? 


Plenty . . . because here, in this new re- 
search laboratory, Goodyear scientists are 
working constantly to find new and better 
ways of making things out of rubber, compo- 
sition and plastics. 

Chemists, physicists, engineers, metallurgists 
— armed with the newest and most powerful 
tools of scientific research — study these mate- 
rials, experiment with them, test them. 

It is this everlasting research —in which 
Goodyear has pioneered for nearly 50 years 


— that helps make Goodyear soles and heels 
the finest ever put on a shoe! 

No matter what raw materials may be used 
— rubber, synthetic rubber or new materials 
still to be developed—you can rely on Good- 
year for uniform quality in soles and heels. 

Goodyear’s skill in making better soles and 
heels is backed by years of experience. And 
from the new Goodyear Research Laboratory 
“the best is yet to come”—many new shoe 
product developments for you after the war. 


MORE PEOPLE WALK ON GOODYEAR RUBBER HEELS THAN ON ANY OTHER KIND 


GOODFYEAR 


THE GREATEST 


NAME IN RUBBER 


morning over the N.B.C. network from coast to coast. Look in the radio log of your local newspaper. 


May 15, 1944 





Tene in to the shoe industry's biggest radio show. Goodyear presents a full half-hour of fun for everybody. Every Seturdey 
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By UNITED LAST COMPANY 

















































































Both styles are made in Men’s and Women’s sizes and 
are produced entirely from non-restricted materials. 


Now in stock in all standard sizes and widths and in the 
following colors:— 


No. 1—Highly polished j No. 1—“Pastel” blue or polished 
Men’ light mahogany WwW , light mahogany 
“"*) No. 3—Oriental “Mandarin” red or . aa 
highly polished light mahogany No. 3—“Pastel” blue 


These shoe trees are attractively 
priced for profitable consumer sale. 


UNITED LAST COMPANY 


MARBRIDGE BUILDING ROOM 503, 47 WEST 34th STREET, NEW YORK 1, N. Y. 
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Smart child. But then so are her parents! 
Father looks forward to the day when he can again 
have Contro elasticized socks. 


Mother looks forward to the day when she can again 
have Contro elasticized shoes that will cradle her foot 
snugly and firmly. 

They’re both reading of the wonders of Contro in 
Life, Vogue, Harper's, Mademoiselle, in Time, in Busi- 
ness Week, in U. S. News, and in Newsweek. 

So are millions of other people! 

There is your Contro market, prepared and waiting. 


PREG. U. S. PAT. OFF. 





‘There isn’t any Contro in quantity right now. All of 


Firestone’s 48 plants have turned their attention to war. 
As a result the world will see better Firestone products 
all down the line . . . including an even better Contro 
than was produced before Pearl Harbor. (And pre-war 
Contro was a very superior elastic yarn.) 

Watch for Contro as carefully as the public is watch- 
ing for it. Wait for it . . . it will be the finest elastic yarn 
that Firestone ever produced! Firestone Rubber and 
Latex Products Co., Fall River, Mass., and Empire 
State Bldg., New York. 
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THE POST-WAR SOLE 
IS HERE TODAY! 












Hes a slipper to gladden the hearts of American youth—the new- 
est Skippy—boasting the new Beaufort Sole. 


With it the Skippy Sandal & Slipper Company joins the growing group 
of progressive manufacturers who realize that the Beaufort Sole is 
“Better than Leather” because it outwears leather, absorbs less mois- 
ture, is non-slip and crackproof. First proved in the laboratory, now 


proved by millions of pairs worn without a single customer complaint. 


One of a complete line of modern shve parts: Insoles— in sheets; flexible ven- 
tilated strips; Knox Blocks + Linings—sock, vamp and quarter linings; heel 
pads + Platforms - Midsoles - Counters + Heels and Wedges + Heel Bases 





INDUSTRIAL DIVISION, HOMASOTE COMPANY, TRENTON, N. J. 
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She NAME tehind these Shoes 


Forty-five years ago, three men decided to affix their names to a line 














of shoes destined to make history. They agreed that, if nothing 
else, the name Roberts, Johnson & Rand would symbolize Value 
Unsurpassed. There have been occasions ...wars, depressions... when 
perhaps a reversal of this policy could have been justified. But always 
the unhesitating decision . . .““our most precious asset is our name.” 
It implies finished products possessed of a MORAL quality far beyond 
the modest price they bear. It stands for loyalty to consumer and dealer, 
by loyalty to its own quality standards. More than just a “name”, Roberts, 
Jobnson & Rand is a TRADITION. That's why you can depend on it. 





ROBERTS. 


& RAND... 


M4 
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Celastic Box Toes for 


The Chukker Boot— popular with 
Army Officers — is built for com- 
fort, appearance, and utility. 

In footwear of this type, Celastic 
unites toe linings and vamps and 
_gives the finished boot such essen- 
tial qualities as forepart smoothness, 
flexibility, durability, and smart 
appearance. 

Celastic is also a controlling ele- 
ment in preserving the wear-life of 


useful shoes. 
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THE QUALITY 


The CHUKKER BOOT BOX TOE 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Remember these two important Words- 
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THEY GO TOGETHER: 





UR production is devoted exclusively to 
Platform-type footwear for Misses (sizes 
11 to 4). As a result, we know how to build 
these Shoes with smart looks, quality work- 
manship, and the kind of salability that creates 
customer satisfaction—and profitable volume 


— for dealers handling them. 


Playful Shoes, in rationed and 
non-rationed materials, retail at 
$4.00 to $5.00. Write us for 


further information about them. 


May 1!5, 1944 








Quality Means Business 


Quality has always been the good, sound basis of a 
permanent shoe business. Now quality is the fashion, 
too, and the woman-with-a-coupon is eagerly seeking 
the comfort, the long wear, and the distinctive styling 
that are well-known elements of Florsheim Brogies, 
Florsheim dress fashions, and Florsheim Feeture Arch 
shoes. Is it any wonder that Florsheims are 


“the most walked-about shoes in America’’? 


SPECTATOR 


SASSY Li ’ 
>. ns ’ : 


Ss 


TO RETAIL AT: Most Styles $10 ,, $4995 
we, 


THE FLORSHEIM SHOE COMPANY «+ CHICAGO *« MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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is another obvious selling feature of Mode Art 


shoes ... the experienced shoeman quickly sees it 


*6 95 ie $ 7 95 ...- his customer feels an enjoys it through seasons 


of satisfying wear. 
Dealers Everywhere +z + x4 


» Your customer simply gets the most of the best for the 
least in Mode Art footwear. 


No matter where a woman travels 


today, a Mode Art dealer is near... 


MOULTON-BARTLEY, ING. ¢ 710 No. 12th Blvd., St. Louis, Me 
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Voice of thee 


Ar one of the New York style shows, 
the mistress of ceremonies queried: 
“What is sportswear?” Then she said: 
“Sportswear is a term that covers a 
multitude of things.” Slacks for every 
use and function; sweaters and 
knitted things for even evening wear 


anything and everything colorful .. . 


because it has selling punch as a 
name. 

In the shoe trade, “Play Shoes” 
cover everything from rope to plat- 
form and are worn’ everywhere. 
“Slippers,” once associated with the 
idea of indoor wear, are now an item 
of supplementary wear to dress shoes. 








lr would be a good thing for indus- 
try, from time to time, to revise its 
terms. For example: The term “Find- 
ings” has a long historical background 
but when the articles are on the coun- 
ter, for public use, they are better 
described as footwear accessories. It 
may be “Findings” in business but 


it is “Sellings” at retail. 
a 


Ir the Small Leather Goods makers 
had changed the term several years 
ago, they wouldn’t be in their present 
plight. . . . So, at a Small Leather 
Goods meeting in Chicago recently, it 
was decided to use the term “Personal 
Leather Goods” to designate such 
items as billfolds, wallets, kits, key 
cases and other small items. The term 
“Personal Leather Goods” carries an 
association of ideas with practical and 
Necéssitous use. 
* © # 


E. S. WEIMER of the Peoples Shoe 
Store, Leipsic, Ohio, says: 
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“In the April 15 issue you took 
retailers to task for not doing a bet- 
ter war job on war soles. The shoe 
fii; I am wearing it. In defense will 
say that I at least tried and have 
done fair. The resistance from par- 
ents is terrific. They have their rea- 


SURE 1M A 
WAR SOLE, 
BuT LET’S 


. BE 
REASONABLE fj 


4) 








sons; I have mine; but still too many 
want to buy the things they were 
accustomed to before the war. We had 
composition soles on work shoes crack 
open on bottoms laying on the shelves 


after World War I. Can happen 
again!” 
* * # 


H. ROSENTHAL of the Family Shoe 
Store in Putnam, Conn., says: 

“IT have in my store 250 pairs of 
men’s and boys’ white and brown- 
white shoes that won’t sell on account 
of coupons. Why not release and 
ration-free them and put them to use? 
Hew about selling ration-free, August 
15 to September 1, all ladies white 
shoes instead of keeping them in the 
store until they become yellow the 
following year? 

“Since rationing went into effect, 
we have had two free-periods, based 
on the percentage basis. How are we 
ever going to replace those coupons? 
I paid coupons for them. 

“Before rationing, my source of sup- 
plies would ship me sizes each week 
but now they ship me twice a year. 
Result—I have to pile up slow mov- 
ing staples; pay coupons at once and 
then wait for them-to be sold. This 
also ties up coupons that I could use 
for fast-moving shoes.” 


MAY 15, 1944* * * 





MARSHALL, MEADOWS & STEW. 
ART, INC., of Auburn, New York—in 
a statement “To Our Associates— (of- 
ficers and employees all)” said: 

“We feel strongly that a business 
enterprise cannot discharge its entire 
responsibility to employees who are 
faithful in their attendance, skilled in 
their work, cooperative with their as- 
sociates and superiors and always 
loyal to the best interests of the firm, 
by merely contributing to the Govern- 
ment Social Security. The struggle 
to establish our business has been 
both long end difficult, but we feel 
that the time has come to put into 
effect a PENSION PLAN, which we 








have long desired and planned to 
do. It is our hope that by a combina- 
tion of the three factors: (1) The in- 
dividual’s own savings, (2) U. S. Gov- 
ernment Social Security, (3) M. M. 
& S., Inc., Pension Plan, that each of 
our Associates will have lifted from 
his mind the worry of what he will 
live on when he stops working.” 

An emphasis was put on this by 
one of their workers, sending us a 
note as follows: 

“With all the loose talk about the 
Wonderful Postwar World, it’s a dis- 
tinct pleasure to find something spe- 
cific being done right now to make 


it so.” 
yt 


W. L. WRIGHT of Wright’s Shoe 
Store, Connellsville, Pa., says: 

“We have been taken good care of 
in men’s shoes, so far; but in our 
boys’, misses’ and growing girls’ it 
has been a pain in the neck. Can you 
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tell me why this exists? You'd think 
with all the men in the service, that 
men’s shoes would be the ones hard 
to get.” 





—I recently visited our old friend, 
Jim , at the State Mental 
Hospital for Incurables. 

—"Jim's in pretty bad condition," 
said the attendant who escorted 
me to his padded cell. “so don't 
say anything to get him more 
excited than he is.” 

—"What are his most pronounced 
symptoms?" | asked. 

—"They're pronounced all right," 
he replied. "He's laboring under 
the delusion that everybody who 
comes to see him is from the In- 
fernal Revenue Department or 
the W.P.B." 


—"Maybe that isn't any delusion,” 


said |. 

—"Well, maybe not," said the at- 
tendant, Fw we 2 lot = 
poor guys here who have the 
same ideas. Right here, Sir, this 
is Jim's cell.” 

—And there sat poor Jim, hair all 
mussed up, a week's beard on his 
face, hands clenched and mut- 
tering to himself about as follows: 

— "No person shall put into process 
any material, explanation of de- 
duction for depreciation (see Col. 
3); no person shall attach any 
sales, profit or loss from business 
or profession (see Instruction 8); 
not more than four rows of non- 
functional stitching; see Tax Com- 
putation instructions; no person 
shall attach to any footwear; 
Enter line 16 or 17 whichever is 
larger; restriction on dyeing; no 
person shall utilize any upper 
leather; no person—no person—. 

— "Poor Jim," said |, as we left the 
padded cell corridor, “it's a 
rather hopeless case, isn't it?" 

— "Sure is," agreed the attendant, 
“and we're adding on another 
padded cell department as fast 
as we can. There's a long waiting 
list of customers.” 


President 





ART SPRINGER of the Payne Shoe 
Company, Topeka, Kansas, writes: 

“In allowing my mind to drift back 
over the smooth and rosy path (which 
seemed rough and full of thorns at 
the time) I have tried to recall the 
shoe men who traveled through this 
territory thirty to forty years ago. 
Here is a list of men I have not seen 
in many years. It is surprising how 
few of them are traveling now, and 
how many of the factories are no 
longer in existence. It is also surpris- 
ing how many men’s lines were repre- 
sented in the lot. I have probably 
overlooked a number of other fine fel- 
lows but not intentionally: 


How Many Do You Remember? 


Fastidious Kent Chambers, with 
ny and flower in lapel—with Zeigler 

ros. Co. 

Quiet-mannered Bill Webster, with 
Krippendorf-Dittman; also George Lef- 
ler with the same company. 

Gentlemanly, dignified Frank Sanford 
with Heywood Shoe Company. 

Walter Barkley, the ‘Beau Brummel’ 
with John Cross Co. 

Porter Garrett with Slater. & Morrill, 
who loved to argue politics. 

Stately George Manson with Thomp- 
son Bros. 

Fred McGiffen with Matchless Shoe 


0. 

Another Topeka boy, friendly Norman 
Southers, with Leonard & Barrows. 

Tom Flout, who figured dozens (on 
ee table covers) with H. C. Godman 


0. 
Dapper Alex Thomas with Holters Co. 
Another royal friend was popular 

Earl Buck, with Johansen Brothers Shoe 


Co. 

The lovable (and only one) Wert 
Shoop with Hagerty Shoe Co. 

Always clowning, Tom Daly with Up- 
ham Bros. 

Talented Jack Davis with Excelsior 
Shoe Co. 

Daddy Burns with Thos. G. Plant. 

Charlie Herr with Selby Shoe Co. 

Flashy Fred Church with Williams 
Kneeland Co. 

Fred Earl, Macdonald Kiley Co. 

Handsome Frank King, J. J. Latter- 
man Co. 

Bert Puffer with Smaltz Goodwin Co. 

George Stroup with Wiley Bickford 
Sweet Co. 


Silent Willard Barber, who sold 
everyone Lunn Sweet shoes. 

Whispering Jack Scales with Pontiac 
Shoe Co. 

Clark Harwood and his little bag of 
diamonds—of the Chipman Harwood Co, 
o Frank Lord, with Hazen B. Goodrich 

‘0. 
Al Chase and his 600 samples of 
Carles K. Fox slippers. 

John Chambers (with whom?) later 
with Pedigo Weber. 

Pleasing Harry Vinsonhaler (where 
is he?), Vinsonhaler Shoe Co. 

Harry Wilson with Edwin Clapp, also 
Bobby Summers with the same cOmpany, 

Mr. Garfield with Strong & Garfield, 
also George Foster. 

John Lush with Hanan & Son. 

Bob McKnight with C. H. Alden Co, 
c Blustery Charlie Snow with Forbush 


0. 
Frank LePine, Williams Hoyt Co. 
Hard working Harry Barnes, Melan- 

sen Shoe Co. 

Steve Dougherty (with whom”), Ut 
and Dunn? 

Tom Trout with A. S. Kreider Co. 

BE. L. Goodbar with Goodbar Shoe Co, 

Jack Jones and his red tie, T. B 
Barry Co. 

Another red tie wearer Jim Crowe 
with Johnson Stephen Co. 

“Pop” Skinner with Sherwood Shoe 
Co. (Mackays only) and good ones too, 

Orator John Dingle with J. J. Grover 
and Sons. 

“Sunny” Jim MacFarlane and his 
famous “Jim Dumps” last, E. T. Wright 
and Co. 

Tall dignified Mr. Stetson, Stetson 
Shoe Co. 

Smiling Frank Whitley 
sheim Shoe Co. , 

Cocky Dick Richardson with Com- 
monwealth Shoe and Lea. Co. 

John Meadows, “Daddy” Walker, Mr. 
Perry and John Newman, rubber sales- 
men, and how they did sell rubbers. 

Ernie Daniels with Val Duttenhoffer 
Co. 


with Flor- 


~ Jovial Ray Myers (the Caruso) Hel- 
mig McKenzie Co. 
Emphatic Jim Cox, Wright and Peters 


Co. 

Billy Vawter with D. Armstrong Co. 

Charley Giles with D. A. Donovan Co. 

Walter Abner with Lonsbury Mather- 
son. 

Frank Arnold, E. P. Reed Co. 

c Amiable Joe Stern, with Stern Auer 

oO. 

Mike Ward with Hallahan and son. 

Affable Bill Frank, Merriam Shoe Co. 

Charley Martin with Johnson Step- 
hens. 

John Thomas with P. Cogan Co, 
also Phil Sheriden of the same com- 
pany. 

Immaculate Finley Clayton 
later with Pied Piper Co. 


(who?) 











"This detachable helicopter idea sure is a nifty one for reaching outlying districts." 
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Expects Continuance of Rationing 
For Duration 


Jerome M. Ney, Director, Miscella- 
neous Products, Rationing Division, 
OPA, Looks to an Average of Two 
Other 
Rationing Problems Discussed at 
Los Angeles Shoe Men's Luncheon. 


Pairs Per Person Per Year. 


“SHOE rationing, as a whole will probably continue for 
the duration of the war, with a new shoe stamp issued 
every six months, making an average of two pairs of shoes 
per person per year,” declated Jerome M. Ney, Director, 
Miscellaneous Products, Rationing Division, Office of Price 
Administration, at an informal luncheon in Los Angeles, 
tendered him at the Los Angeles Athletic Club. 

In his opening remarks, after being introduced by George 
M. Land, district shoe expert for OPA Shoe Rationing 
Division, Mr. Ney said in part. “This is the first time since 
September of last year that such a meeting has been held 
here. The object of today’s gathering is to bring you shoe 
men up to date on such problems as have developed, to- 
gether with an endeavor on our part to find out local 
changing problems and endeavor to correct and to rectify 
such problems.” 

In an informal, friendly, man-to-man chat, Mr. Ney dis- 
cussed present, past and possible future shoe rationing. 
Present shoe stamps are only available in ration book No. 
3, he pointed out, so pressure will be brought to bear defi- 
nitely to control loose shoe stamp buying procedures on the 
part of the public. 

“Without some type of controlled distribution,” Mr. Ney 
went on to explain, “chaos would result. Retailers cannot 
allocate purchases by consumers, so the only fair way of 
handling a pent-up demand for more goods than there is 
supply for is through a rationing program. 

“There were about 206 million pairs of rationed shoes in 
imventory when rationing went into operation. This appears 
to be about the minimum requirement on a national basis, 
and it is our endeavor to hold at that figure. It is also the 
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Above: Left to right—Perham Nahl, head of Planning 
Section of OPA Shoe Rationing; Jerome M. Ney, 
and George M. Land, District Miscellaneous Shoe 
Specialist, Rationing Division. Above left: Seated at 
the table, the three at the right from right to leit 
are Jerome M. Ney; Paul Jesberg. president. Las 
Angeles Shoe Retailers Association, and Perham Nahl. 


endeavor to distribute as equitably as possible the pros- 
pective 300 million pairs of rationed shoes which are indi- 
cated as being what the manufacturers will make annually. 

“Consumers started off under favorable conditions, as 
far as shoe dealers’ and consumers’ stocks were concerned. 
It is undeniably true that the needs of all people are not 
the same, but the present rationing system is flexible, and 
it endeavors to meet personal emergencies as they arise.” 

Then followed a fact-finding question and answer pe- 
riod in which the OPA rationing head asked as many 
questions of the audience as they did of him, all with the 
thought of clarifying various points of the shoe rationing 
program. 

Shoe men attending the luncheon included: Clarence 
Fontius, past-president, California Shoe Retailers’ Associa- 
tion; R. Goldberg, general manager, Berland’s; M. W. 
Vannic, general manager, Mandel Shoe Stores; S. V. Wil- 
liams, assistant shoe buyer, Desmond’s; J. R. Hatch, gen- 
eral manager, Nunn Bush stores in the Los Angeles area; 
Robert Dozier, San Francisco, Regional Miscellaneous 
Rationing Specialist; Wilbur Garber, District Rationing 
Attorney; George M. Land, Miscellaneous Specialist, Shoe 
Rationing for Los Angeles district; J. W. Bank, Feltman & / 
Curme; E. L. Isley, Florsheim Shoes; R. G. Brownhill, gen- 
eral manager, Young Speedy Shoe Stores; I. D. Frederick- 
son, Florsheim shoes; John Dundas, assistant to district 
director, OPA; Ed Ware, manager, Gude’s Shoes; Charles 
D. Cline, Cline’s Shoe Stores; Guy T. Graves. attorney for 
Los Angeles Shoe Retailers; Robert Smith, assistant, shoe 
huyer, The May Company, and Recorper’s Harry R. Ter- 
hune. 
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RETAILERS, PREPARE NOW! 


INVENTOR Y—The Red Light That Flashes “Stop” 


CHAPTER VI 


by EDWIN HAHN 
President, Wm. Hahn & Company, Washington, D. C. 


In This Installment of His Series of Scientific Studies in 

Shoe Retailing, Prepared to Help Merchants Meet the 

Problems of the Future, Mr. Hahn Shows That While 

Adequate Turnover Is a Prime Essential, Excessive Turn- 

over, if Accompanied by Improper Fitting, May Result 
in Loss of Business to Competitors. 


In order to obtain an adequate turnover, monthly inven- 
tories must be kept in proper relation to sales. 

The rates of turnover in Chart V, quoted from the “1939 
Departmental Merchandising and Operating Results” by 
the Controllers’ Congress, National Retail Dry Goods Asso- 
ciation, show that the rate of turnover of smaller depart- 
ment stores is progressively lower than larger ones. The 
Census reports prove this to. be generally true in all retail 
trades. 

Many small shoe and other apparel stores turn their 
stock only one and a half times a year, and some even less. 
That is the reason why so many small stores are unable to 
pay their bills promptly enough to earn their discounts. 
No wonder surveys of business failures establish the fact 
that about 50 per cent of new retail firms last only three 
years. 

It is to bade that the WPB exempted small stores from its 
inventory control regulations. If small stores, too, had been 
compelled to report regularly the amount of their inven- 
tories, this would have impressed upon them the impor- 
tance of maintaining the proper relation between inven- 
tories and sales. 

The rate of turnover of shoe stocks is particularly low 
on account of the number of sizes. Since shoe styles change 
rapidly, stocks must be moved at a fair rate of turnover to 
avoid abnormal losses. So a higher rate of turnover is par- 
ticularly important in shoes. 

The accompanying Chart VI, from the 1939 Census, 


demonstrates the fact that spegtalization increases the rate 
ef turnover. 

This ratio of sales to stock should not be confused with 
turnover. The Census Bureau reports only stocks in the 
stores, on a cost basis, at the end of the year when inven- 
tory is generally at the lowest level. Since turnover is the 
ratio of annual sales to the average monthly inventories, 
both on either a cost or retail basis, the actual turnover is 
35 per cent to 45 per cent lower than the sales to stock 
iatios in Chart VI. 

The Census reports are compiled on the basis of indi- 
vidual stores. So throughout this discussion, in order to 
compare the ratio of sales to stock of independent and 
chain stores on a similar basis, I have added to the stocks 
ai the end of the year in the stores of the chains, their 
central warehouse stocks that they report separately; and 
in order to fairly compare their ratio of sales to stock with 
that of the independent stores, I have added to the sales of 
chains the comparatively small amount that some sell to 
other -retailers from their waréhouses. 

Considering the total volume of the chain organizations, 
their larger average sales per store and their ability to 
obtain a faster turnover through their constant replace- 
ment of stock from their warehouses, the average rate of 
turnover of the chain shoe stores is not proportionately 
much higher than the independents. But this chart shows 
that the chains specialize to a far greater extent than the 

[TURN TO PAGE 62, PLEASE] 
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CHART V 


RATES OF TURNOVER 
VARIOUS SIZE DEPARTMENT STORES 
AND THEIR SHOE DEPARTMENTS 


Upstairs Shoe Departments 








Sales Classifications Entire Store | Women's | Children's | Men's 
$10,000,000 and Over 42 2.9 2.8 2.5 
$2,000,000 to $5,000,000 - 4.0 2.7 2.3 19 
$500,000 to $1,000,000 3.5 2.4 2.1 1.7 
Under $150,000 3.2 


Above figures from ‘1939 Deportmenta/ Merchandising and Operating Results" by Controllers’ Congress, National 
Retail Dry Goods Association. 
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CHART IX 








PROPORTION OF DEPARTMENT STORE SALES 
BY TYPES OF STORES 


(1939 Census of Distribution) 




















Chain Department Stores prt os 1933 1929 
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What Kind of 
Shoes Will GIRLS 
WANT Next? 


Boys’ shoes with simulated 
wing tips are being bought 
now by girl customers. 


Girls Have Borrowed Boys’ Trousers, 
Their Jackets, Their Socks. Now They 
Are Invading Their Shoe Departments 
and Buying Their Shoes. The Three 
Shoes Illustrated Show a Boy's Shoe 
and Two Girls’ Shoes on Boyish Last. 


Below: Two girls’ shoes Both of these shoes made 
inspired by popular styles over the Tommy Walker 
for boys. . last of United Last Co. 
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You never know what those ‘teen-age 
girls are going to do next. Whatever it 
is, however, you know it will always be 
worth watching, for these are the girls 
who set many a style trend. New tricks 
of doing their hair, new gadgets, new 
ways of tying a scarf, start and spread 
like wildfire through a classroom, a so- 
cial group, a town, the 48 states. 

Boys’ styles have a special fascination 
for these style-minded youngsters. The 
same girl who, for dress-up, goes all- 
feminine in frills and flowers and high 
heels, for everyday will slip into a short 
double-breasted coat, inspired by a boy’s 
coat, low heel sports shoes and heavy 
ribbed socks. In the past few seasons, 
by the way, this “topper” coat, in several 
variations, has been a number one best 
seller and an outstanding example of 
the influence of boys’ styles on girls’ 
clothes. Currently popular is the short 
coat with back flare. The double-breasted 
version started the trend and has been a 
good repeat number ever since. The 
adoption of boys’ heavy ribbed socks by 
the girls was both a style and a comfort 
demand. The girls wanted the heavy 


* * 
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Youthful cardi- 
gan suits go to 
business with a 
boys’ type shoe. 


warm feel, as well as look, of these long- 
er, sturdier socks. 

To get back to shoes: the saddle ox- 
ford . . . once the one and only shoe for 
school and campus . . . was a boy and 
girl style. Its successor, the Norwegian 
moccasin, was first a man’s and boy’s 
shoe. M-217, by limiting the style pos- 
sibilities of both these shoes, did much 
to limit their popularity. About two 
years ago another shoe, the low heel 
gypsy seam slipon, came into the picture 
to meet the need for a young casual 
shoe. (You will find the whole story of 
this shoe in the April 15 issue of THE 
Recorper in “The Gay Young Gypsy”.) 
The girls like it and are buying it. It 
is a coming style on low-to-high heels 
with open and closed backs. 

The style appeal of this shoe is differ- 
ent from the saddle and the Norwegian 
moccasin. These shoes were style lead- 
ers in boys’ shoes as well as girls’. The 
gypsy seam slipon is distinctly a girl’s 
shoe. So, in search for something new 
and smart with a masculine swagger in 
its lines, the girls have gone into the 
boys’ shoe departments. They have come 
out wearing the most mannish looking 
shoes they could find . . . bal and blucher 
oxfords with simulated tips and foxings, 
pinkings and heavy broguing. Upshot 
of all this is the development of a new 
last, inspired by boys’ lasts, but adapted 
to girls’ feet. The first shoes built over 
these lasts show their style possibilities. 
It is a new thought in a period of much 
sameness and a trend worth watching. 

Some of you are probably, by this 
time, thinking to yourselves, “There’s 
nothing so very new about all this. Didn’t 
we hear a great deal three or four years 
ago about ‘mannish’ shoes for women 
and ‘Mr. and Mrs.’ styles in hats and 
jackets and gloves?” At that time the 
Recorper had several stories on shoes 
and styles of this kind, beginning early 
in 1940. With our entry into the war 
and the forming of the women’s services 
the talk seemed to die out. The tailored 
low heel shoes these women were obliged 
to wear had their own style and right to 
exist and none talked about them as man- 
nish types. The tendency among young 
girls to adopt a boy’s type shoe is some- 
thing new. It is the “Mr. and Miss” 
style, if you want to give it a name. 





Boyish shoe styles team up 


with sweater and 
costumes, 


Shoes inspired 
by boys’ styles 
are naturals with 
boy - inspired 
coats. 
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PORTFOLIO OF FALL| § 


Continuing the Pictorial Survey Started in Our Issue 


of May Ist, We Show Here Important Styles Sketched 


from Manufacturers’ Recently Opened Fall Lines. 


IN the issue of May 1, Recorper reviewed 
important trends in Fall lines of women’s 
shoes. Mention was made in that article 
of the new broader lasts derived from the 
Baby Doll lasts. Pumps were cited as 
number one best sellers for Fall with the 
d’Orsay, in many interpretations, increas- 
ingly popular. The classic opera pump 
with open back may even be put ahead 
of the d’Orsay for volume business at this 
time. On a wall last with closed toe it 
looks new and is being made by some of 
the more conservative manufacturers. 

Pump and sandal patterns are being 
ordered in opened-up suedes for early sell- 
ing. Perforations are being widely used 
in these shoes. They are most frequently 
made either small and closely spaced or 
very big and more scattered. They are 
among the few. detailings which a manu- 
facturer can change from one pattern to 
another. The decorative effect of a light 
stocking under a punched-through perfor- 
_ ation is another. reason for the popularity 
of perforations at this time. 

Another trend worth noting in the Fall 
lines- is the double-purpose casual shoe 
which some manufacturers are stressing. 
Low heel, soft looking shoes with femi- 
nine detailing, they can be worn equally 
well with daytime or evening slacks or 
dresses of a certain informal type. Ra- 
tioned casual shoes of this type that meet 
a double need still continue to bring out 
ration tickets. 

The revival of interest in high-riding 
shoes was illustrated in several closed pat- 
terns and an opened-up one in our May 
lst story. The trend is shown again here 
in a few closed types and also in more 
open vamps formed of bands and straps 
across the instep. These shoes look new as 
a change from low-cut pumps. 

The influence of styles for women in 
uniform is felt in the line of one manu- 
facturer who has led in making shoes for 
these women. This factory has chosen to 
introduce as its new last for Fall the same 
one which has been adopted as the stand- 
ard for women in the Services. It is a full 
round last on a 9/8 heel. 
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STYLES... PART II 


by ELEANOR RUTLEDGE 
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When explaining the features of a popular shoe model, Mr. Alexander 
picks key men in the clothing organization to hear his message. Left to 
right: Craig Cooper, Dan Tobey and H. R. Parker. 


Time-Tested Principles 
Still Sell Men's Shoes 


MakING a shoe department in a 
men’s clothing store pay under pres- 
ent conditions calls for all the re- 
sourcefulness of the buyer. Basically, 
old established shoe practices—prac- 
tices that were learned years and 
years ago, are proving productive. 
Briefly, these are: Doing a super 
job of fitting on every pair sold. Have 
an ample stock of good fitting shoes 
in all sizes in order to do the right 
kind of a fitting job. Be friendly with 


Display set up between the main entrances of the 
store and at the foot of the steps leading to the 
sportswear and shoe departments. 


hands 


every clothing and furnishing sales- 
man in the organization. 

That good shoes properly fitted 
make good repeat customers is a 
precept as old as shoe retailing. But 
with many of our regular customers 
scattered in all parts of the world, 
with many potential customers having 
their shoes furnished them by the 
armed forces, with children and wives 
given first consideration in using the 
precious ration stamps, the problem 


Mr. Alexander 


of keeping up volume is a complex 
one. However, it is possible today to 
do a creditable men’s shoe business. 

Getting the information to the pub- 
lic that there is a live shoe depart- 
ment within the store is a major job. 
Newspaper advertising is necessarily 
limited in size and frequency. Shoe 
window displays in most men’s cloth- 
ing stores are limited in area and in 
preferred spots, yet a buyer can get 
his merchandise before a sizable in- 


Shoe buyer Alexander confers with sportswear buyer, 
Duke Wheeler, on what sport shoes will go best with 
what Mr. Wheeler is planning to feature in his sports- 


wear department. Co-ordinated selling helps both lines. 
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Careful Fitting, Ample Stocks of Good Shoes Set 





Forth as Necessary for Efficient Shoe Department 
Operation. But a Shoe Department in a Men's Cloth- 
ing Store Requires Even More to be a Success. 


by G. E. ALEXANDER, 


Shoe Buyer, Mullen & Bluett Clothing Store, Los Angeles, Cal. 


terested audience by having shoes on 
display in every section of the store. 

Los Angeles is distinctly a sports- 
wear town. Many men wear sports 
clothes twelve months in the year. By 
selecting such styles as are permis- 
sible now, styles which blend in with 
the store’s clothing stocks, a sub- 
stantial amount of extra business can 
be picked up. 

Here the sportswear is on the bal- 
cony adjoining the shoe department. 
In every instance where a pair or two 
of sport shoes can be spotted, it is 
done. Thus each floor departmental 
display of sports clothing or acces- 
sories immediately suggests shoes to 
the looker. Over a period of years, 
an excellent sport shoe business has 
been developed. 

Shoes shown throughout the store 
are distinct aids in bringing many 
new—yes, and old—customers to the 
shoe department through the means 
of the store’s “transfer” system. Store 
customers see shoes everywhere, so it 
is a logical procedure for a clothing 
or furnishing salesman to mention 
shoes. 

We do not approve of “buying” 
store salespeople in order to have 
them remember to send possible shoe 
customers to our department. True, 
before the war, an occasional store 
award was in vogue—that of a month- 
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ly prize of a pair of shoes to the man 
who brought most customers to the 
shoe department. Today the practice 
is not necessary. 

Regular visits to the other depart- 
ments with a shoe or two appropriate 
to seasonal selling helps considerably 
in making the boys in the other de- 
partments remember shoes. Now 
when a new number is a decided 
rarity, taking along some of the 
bread-and-butter numbers always pro- 
vokes floor interest, especially when 
some of the special comfort details 
are mentioned. 

Mullen & Bluett carries medium 
and high grade ‘clothing with the 
acceut on the better grades. Shoes 
are keyed accordingly. No pretense 
is made of doing a corrective shoe 
job, but a $12.50 line which has spe- 
cial shank features in addition to 
considerable sole flexibility rounds 
out the lines of customary dress and 
sport shoes. Many men at present 
are looking for foot comfort because 
of the great amount of punishment 
their feet are receiving in their daily 
tasks; such a shoe, therefore, has a 
widespread appeal. 

A ten-dollar line which goes into 
a much broader field, all the way 
from the casual California-made types 
to the military kinds, forms the bulk 
of our price field activity. A shorter 





line retailing at $8.50 rounds out the 
price picture; all lines retailing un- 
der the $8.50 mark have been dis- 
continued. In many styles sizes from 
5% to 13 and widths from AAA to E 
are regularly stocked. 

While the store does not have a 
military uniform department, the shoe 
department does an excellent business 
in military types for both uniformed 
men and civilians. Included in the 
military set-up are buckle types, 
Chukker boots, two eyelets and regu- 
lation oxfords. 
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Transfer slip, used when a 
salesman in one of the other 
departments sends a cts 
tomer to the shoe section. 


Table display of sport cloth- 
ing and shoes in the adjoin- 
ing sportswear section in- 
trigues a customer into ex- 
amining a pair of casuals. 
























RECORDER REPORTS TO THE INDUSTRY 

















Goat and kidskin importers and shipping agents have joined with other 
groups in giving their approval to the establishment of a Joint Goat Skin 
Control Office. Although'originally opposed to the establishment of such an 
office, which would include the United States and the United Kingdom in a setup 
Similar to that now controlling hides, the importers agreed to support it, after 
it was explained in detail at an industry meeting. It is expected that a mis-— 
sion will be dispatched to England in the near future to survey the situation, 
prior to setting up the office. 








> = = = 


Russian needs for 75,000 jackets, under Lend-Lease, required approxi- 
mately 6,000,000 feet of goatskins, and the industry reported that oniy 
1,000,000 feet would be available in the first six months of 1944. "The final 
result was the issuance of a directive setting aside the leather for Russia 
after United States military needs were met. One industry member suggested it 
might be well to request the Soviet Union to supply the skins. 

ee! aE eS em 

The present quarter should see more scrap vinyl resin for use on non- 
rationed shoe soles. The WPB Chemicals Bureau in cooperation with scrap dealers 
is making more of this material available. The scrap, while not suitable for 
the military or for rationed footwear, because it is rough and off color, is of 
excellent quality and durability and will help to make various types of non- 
rationed shoes more lasting. 
































a * * 

Although children's shoe production is increasing slightly and is 
expected to continue to do so, retailers might be wise to push the sale of 
fabric shoes for the summer months, thereby building up an available inventory 
of leather shoes for Fall and Winter sale. Production of fabric shoes for 
children is rising tremendously according to reports received here, while the 
production of leather shoes can be compared with a baseball runner rounding 
first base and still a long way from home. 

> i or 2 

Shortages still exist in the shoe lining leather supply, but WPB is 
still refraining from the imposition of any controls, while looking toward 
working the situation out on a voluntary basis. For example, sheepskin tanners 
have increased their 1943 output above 1941 without Government control, and are 
able to meet all needs, with the possible exception of the shoe industry. 

An increase in the shoe lining leather supply of 25 to 50 per cent may 
be necessary to meet the current program. Production of lining leather for 
shoes could be increased at the expense of glove and leather garment production, 
but WPB does not desire to follow this course, and for this reason an order may 
be issued. 

With the current shortage of cattlehides, OCR officials say they know 
of no other material, besides sheepskin, which could go as far towards relieving 
the civilian shoe situation. Fabric linings with synthetic resin coatings could 
be used for some parts of shoe linings, but synthetic resin, and, to some 
extent, fabric, will be so critical that this type of lining will not be used 
extensively. 

Total production of types of lining leathers, including cattlehides, 
splits, goat and kid, sheep and lamb, for 1944 as currently estimated will be 
about 55,000,000 feet or 23 per cent below 1941 output, with sheepskin showing 
the only possibility for an increase. (Additional Washington News pages 48-50). 
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Trains Salespeople in PERSONAL SERVICE 


Fred Thomas, Shoe Buyer at Barnard, 
Sumner & Putnam Co., Worcester, 
Mass., Tells Here How He Educates His 
Sales Force in the Essentials Which Will 


Enable Them to Serve Customers Well. 


by FRED THOMAS 












Chank you so much for your 
patromage..... and J do hope 
I will have the pleasure of serving 
you again ! 





Shoe Salon 


Barnard, Sumner & Putnam Company 








WITH a new crop of salespeople coming into stores, 
shoe buyers must take more time and be more explicit 
in their training methods. These new people must be 
. taught that personal service is the key to successful 
shoe selling. Personal service is a combination of many 
things which I designate as efficient salesmanship. I 
employ two distinct methods in teaching my sales force 
this efficiency: sales meetings, held monthly, and style 
meetings, held quarterly. 

Under the sales meetings I have listed what I con- 
sider to be the most essential needs for successful sales- 
manship as follows: 

1. The Approach. A smile of pleasure, not the smirk 
so often seen, must greet every prospective customer. 
The customer means the “bread and butter” to both the 
siore and the sales force, therefore she should be made 
truly welcome. This introduces the personal interest 
which goes far toward creating personal good will 
between the store and the customer. 

2. Fitting. I have found many so-called experienced 
shoe salesmen selling the customer the size listed in the 
shoe being worn. This is a very grave mistake, for no 
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Thank-you card presented to customers 
with their purchases. 
it, informing the customer of his name. 


The salesman signs 


two lasts are made exactly alike. The size marked in 
the shoe should be taken merely as an approximate size 
cue, the foot MUST be measured and the last decided 
from the shape, length and width of the foot. This 
again is giving the personal service touch. 

3. Price Range. It is always the endeavor of the 
buyer to have customers purchase shoes sold in the 
higher brackets, but you cannot tell a customer that 
the shoe she has been wearing is of an inferior grade. 
This would cause an immediate disruption of the feel- 
ing of personal service which we are trying to attain. 
This is how we handle this delicate problem: 

We never ask the price of shoe desired. If the 
salesperson is not familiar ‘with the price bracket of 
the shoe removed from the customer’s foot, it is brought 
to me. If it is in the $5.95 bracket I have the sales- 
person bring out either a $7.95 or $8.95 grade. And 
with the shoe goes a story. The customer is shown the 
workmanship, the finer material, the style and all the 
extra qualities to be found in this higher bracket prod- 
uct. She is taught just what to look for in a shoe. If 

[TURN TO PAGE 68, PLEASE] 
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You Won't Like This... ! 


IN the last issue we pointed out the road ahead, to the 
effect that industry must have a purpose if it intends 
to go anywhere; otherwise it drifts. Some of our 
readers have said: “Sure, we believe in shoe fitting.” 
But we replied: “Do you?” 

The Boor aNnp SHoE ReEcorRDER campaigned, for 
years, a children’s crusade for fitting. We even went 
to the extent of distributing pledges, free, to those mer- 
chants who would live up to it. Here’s the pledge: 

“A PLEDGE OF SERVICE 

Growing feet deserve proper fitting. 

This store pledges . . . 

That every pair of children’s shoes we sell will 
be carefully fitted by a competent shoe fitter. 
Children in the ages of vigorous growth may show 
increases in foot length of a full size in a six 
months’ period. Shoes sold over the counter, with- 
out proper fitting, may cripple or injure the feet 
of growing Americans. 

Therefore, in this store, we do not sanction the 


sale of children’s shoes without proper measurement 
and fitting.” 


Believe it or not, some stores put it on the wall and 
considered it just another ornament. Others pledged, 
in principle, but every time they could sell a pair of 
children’s shoes, the easy way—without fitting—they 
would. One famous merchant asked us to eliminate the 
words: “therefore, in this store, we do not sanction the 
sale of children’s shoes without proper measurement 
and fitting.” The word “sanction” was actually a 
modification from the first pledge: “We do not permit 
the sale of children’s shoes without proper measure- 
ment and fitting.” Some merchants went the whole 
distance. 

We pointed the road ahead, but there was always 
someone to sprinkle tacks in the path. There is such 
a thing as flexible minds and inflexible knees—if you 
get what I mean. . 

But this time it’s different! The public is telling you 
the right size, the right fit—or no coupon. And so 
you see, the public wants to help you build a new and 
better shoe business. Lazy minds and lazy knees won’t 
care. 

My faith in the philosophy of fitting had its greatest 
encouragement last week when I went out to the Ford- 
ham Road store of the W. T. Grant Company (the 
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largest of the variety chains). This chain sold in the 
near-past children’s shoes to millions over the counter— 
not fitted and not serviced. At long last we saw this 
over-the-counter variety chain finally put in six chairs 
in a little bay adjacent to the shoe counters. That’s a 
part victory for the idea of fitting, even though it 
doesn’t fill the bill of having an intelligence at the 
fitting stool. Self-service with a chair is the next step 
to shoe service with a man or woman to guide. Chains 
of all kinds, if they would sell and service shoes com- 
plete, are welcome. Next step “the degree of service 
given.” 


Now, the next question is—are you willing to 
walk down the road of selling, not only every pair 
over the fitting stool but of pointing out to the 
public that “you are entitled to a fit when you 
buy a pair of shoes. Don’t buy a pair of shoes 
without a fitting service.” Perhaps you are won- 
dering why the public is more critical today in 
its shoe buying. It won’t take anything and every- 
thing thrown at it, as in the past. It wants the 
right shoe for the right purpose and the right fit- 
ting and will take none other. 


The public’s knowledge of shoes and fitting is being 
increased by the advice and counsel of newspapers, ° 
magazines, clubs and meetings and word-of-mouth ex- 
perience. Here, for example, is what the Christian 
Science Monitor had to say on its page, “Today's 
Woman”: 


“Did it ever occur to you that your feet, mine and 
those of the other fellow are just about as uniike as 
snowflakes? It’s not a bad idea to let these differences 
make their point with you before you set out to spend 
that precious ration coupon on shoes, instead of after- 
wards, when a poorly-fitting shoe may be all that is 
left to convince you. 

“Long or short feet, narrow or broad, thin or fat, 
arched or flat, each of us must stand on his own in his 
particular choice of shoes. Spending coupons as well 
as cash for our footgear, the transaction takes on a 
kind of intriguing responsibility. It involves your feet, 
your fancy, and that elusive quality—ft. 

“Three ways to keep them all in line are: First, take 
your time over your decision; hurry is bad for the feet. 
Second, define your need clearly in wour own mind; 
know where and how you intend to wear your pur- 
chase. Third, stand and walk about in your con- 
templated shoes; don’t hold them out in front of you 
to see how they fit, while you wiggle your toes. Cer- 
tainly what a shoe does for your foot artistically is 
important. Give its lines and shapes, as well as its 
weight and material, due consideration, but beauty 
a out comfort, like ‘the gift without the giver is 
are. 
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Now, to sum it all up, let’s point out that the 
public has a right to good shoes and good fitting. 
In fact, it has a primary right to leather for these 
shoes and there wouldn’t have been the alloca- 
tion of so much leather to the secondary use of 
shoe repair, if there had been a national under- 
standing on the part of shoe men, transmitted to 
the public, to legislators and lay men as well— 
that a new shoe, properly fitted, is in correct bal- 
ance and foundation for its work of sustaining 
active American feet to their war work. No sec- 
ondary repairing can restore, precisely, the foun- 
dation features of orthopedic shoes, or regular 
shoes for that matter. Therefore, a nation that 
has a standard of active living to sustain should 
put its best foot foremost. No valiant fight or 
action can be put up by a run down heel or shoe 
—and that goes for a nation, too. 


In the very words of W. W. Stephenson of the 
National Boot and Shoe Manufacturers Association, in 
a talk he made at Philadelphia, May 2: 


“A full recognition that the market of any in- 
dustry is largely determined by the industry itself. 
The best minds in the country predict a period of 
vast production and free spending following the 
end of the war. But, if the shoe industry is satis- 
fied to produce its historical of less than 
500,000,000 pairs a year at slightly over two dol- 
lars per pair average wholesale price, we may rest 
assured that we will not progress far beyond that 
point. If the industry determines to develop a 
sizable increase in pair consumption and average 
value per pair, this accomplishment will be made 
in direct proportion to the kind of planning, pro- 
moting and selling that is utilized. 

“The present seller’s market will disappear and 
it will become necessary for us to relearn some of 
the smart selling technique that all of us found 
necessary to employ during the early thirties.” 


So, if you think shoe fitting is just a form of negative 
religion that everybody believes in and nobody prac- 
tices, then you are going to get the shock of your life 
sometime in the not too distant future. Because the 
cost of distribution is to be examined to see if “service 
rendered” equals mark-on! That will be a day to pay 
or pray. 


TO TRAVEL—OR NOT? 
BACK on the road the travelers go! It may be to spot 


centers where travel-saving shoe shows are held, but it’s 
back to contacting customers and to strengthened com- 
petitive position. Because, war or no war, talk between 
shoe men is important. That is especially true when 
merchandise or delivery is variable. No letter ever 
took the place of a handclasp. 

Our hats are off to the traveling shoe salesmen. We 
have seen them in factories—oftentimes more helpless 
than helpful in the smooth running of the business but 
always willing and eager. The priceless traveling man 
is he who is flexible enough to be able to fill any emer- 
gency. Here is an example: 
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HIT AND RUN CORNER 
To the Editor: 

“Your egitorial on making the best of it with 
composition soles interests me. 

“But, my dear Sir, you are barking up the wrong 
tree. I wish you could spend some of your enthus- 
iasm for composition soles on the consuming public. 
For it is the consumer that needs some education in 
the matter. 

“We take our share of composition soles without 
grumbling and try to use our salesmanship to sell 
them, but it is a tough proposition. The public is 
so indifferent and demand leather or nothing. Every 
day we lose sales on account of the soles and we 
cannot seem to make them understand that we must 
have them in order to have any shoes at all. But 
there seems to be a wave of critical buying this 
Spring. As good shoes become harder to get, de- 
liveries late and our having to accept substitutes, 
the public is becoming more critical. 

“It would seem to me that some national publicity 
could be given to the shoe sole situation for I do not 
think the consumer realizes the severe handicaps the 
shoe industry is subjected to. 

“Couldn’t your fine magazine give some help in 
promoting such a campaign.” 

E. A. Westbury, 


The Westbury Shoe Store, 
Iowa Falls, Iowa 





A merchant, while away from his store, suffered 2 
severe heart attack. The traveling men who were with 
him at the time arranged for his hospitalization and 
care and then reported back, by telephone, to both family 
and factory. The manufacturer, sensing the situation— 
at a time when the peak load of retail service was 
needed in the store, called up two of his best traveling 
salesmen, who volunteered to leave immediately to fill 
in, as best they could, the management of this active 
store at its most active season. 

Thus you see—the traveling salesman also serves as 
a trouble shooter, on call for duty anywhere and 
everywhere. 

There have been more centralized meetings of travel- 
ing salesmen in the last eight weeks than ever before 
in the history of the trade. That is significant of a new 
phase of operation. The merchant wants to talk with 
his source of supply and is willing to go to the centers 
to save travel and save time. The salesman, in turn, 
knows that he is being exposed to the golden rule of 
equal dealing for he gives to each merchant the true 
information as to allotments, deliveries, etc., and can 
supplement with information on materials and ingredi- 
ents and performance value thereof. 

Don’t waste gasoline, tires, time nor expense, but do 
find a way to contact your trade for it is important that 
every shoe bought be salable and useful. 
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PROTECT POST-WAR PROSPERITY 


How a Bold Merchant Marine Policy, 
Planned Before It Is Too Late, Can 
Contribute to the Development of 
Foreign Trade and Create Wider 
Markets for the Output of American 
Factories and Employment of Labor. 


by FRANK HENIUS 


THE storekeeper in a small town, the miner deep in the 
pits, or the manufacturer who sells only in the U. S. A. 
might believe that the merchant marine concerns only 
exportefs and importers. This is dangerous thinking. 
Export sales should represent at least 10 per cent of 
our: post-war business. The last 10 per cent of anybody’s 
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year voyage aboard a British four-masted steel barque, which 
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ous foreign agencies and branches for U. S, manufacturers. He 
served as export manager for and foreign trade counselor to im- 
portant American organizations. 


The prolific writings of Mr. Henius on foreign trade, foreign mar- 
kets and shipping include "The ABC of Foreign Trade" (Bobbs- 
Merrill), “Trade with Latin America: How to Get and Hold It" 
{Harper's}, “The ABC of Latin America" (McKay). For some 
time he wrote a signed column on Latin American trade for the 
Washington Post. 


His intimate contacts and long association with shipping and 
foreign trade qualify Mr. Henius as an expert when discussing the 
future policy of our country's merchant marine, 
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business is generally the most profitable. In any event, 
you cannot lop off the last 10 per cent of the nation’s sales 
without affecting every merchant, manufacturer and indi- 
vidual in the U. S. A. The post-war attainment of foreign 
sales, therefore, directly concerns every business man in 
America. We can do more than 10 per cent of our busi- 
ness in exports if we have a bold merchant marine pro- 
gram. But do we, as a nation, never learn a lesson? 

Remember what happened after the first world war? 
Then also we had built a huge merchant fleet, but after 
the armistice we permitted most of our boats to rust and 
rot in our harbors, docks and rivers, while the products 
of our brain and brawn were carried under foreign flags 
to foreign shores. 

Surely, we do not want this to happen again. This time 
we must firmly resolve to maintain and operate the gigantic 
merchant marine which we will own at the end of this war. 
This time we must back our fleet by a merchant marine 
policy which will make sure that our own ships and men 
benefit most by our own exports and imports. 

Our merchant marine, which in 1921 showed a dead- 
weight tonnage of 17,026,000 against Great Britain’s 19,- 
571,544, had shrunk in 1930 to 13,946,846 against Britain’s 
20,438,444 and in 1939 to 11,470,177 against Great Britain’s 
21,001,925; practically to one-half the size of that of our 
main competitor. 

Our own ships were by then greatly out-of-date, and we 
built very few new ones. Fortunately, the Merchant Marine 
Act of 1936 saved our merchant marine; now, when we are 
again building a vast fleet, let us profit by our World War 
lesson. We must continue to build ships to maintain this 
strongest of the world’s merchant fleets, because both inter- 
nationally and economically at home, our merchant marine 

[TURN TO PAGE 64, PLEASE] 
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No Mandatory Oil Sole Order Now 


WHILE the text of WPB Chairman Donald M. Nelson’s 
letter to Senator Kilgore, chairman of the Subcommittee 
on War Mobilization, in response to the latter’s request 
for mandatory oil or wax treatment of all shoe soles, has 
not been made public, it is known that the Senator has 
been told that a mandatory order is not practical at pres- 
ent, but that further studies will be made. Mr. Nelson 
has also requested the Textile, Clothing and Leather Bu- 
reau and OCR to co-operate with the Conservation Divi- 
sion in the development of a program of consumer care of 
shoes. The groundwork for this program has already be- 
gun. Although the mandatory order will not be issued, it 
is reported that these three groups will push an aggressive 
campaign for use of treated soles on a voluntary basis 
whenever this is practical. 

Senator Kilgore’s letter to Mr. Nelson, requesting an 
order to force mandatory use of treated soles on all shoes, 
set forth various conclusions, pros and cons of which were 
threshed out in the hearing the Senator conducted and in 
pages of matter devoted to the subject in the trade press. 
Many comments on Senator Kilgore’s hearing and conclu- 
sions emanated from various shoe industry groups, the 
most interesting coming from the Shoe Industry Advisory 
Committee, which expressed the viewpoint of that part of 
‘the industry that would be responsible for selling oi! and 
wax treated shoe soles to the American public. 

The Committee members stated that most of the shoes 
they were receiving from manufacturers, of the type for 
which oil treating was suitable, were coming in with oil 
treated soles. They were of the opinion that possibly a 
larger proportion of certain types of shoes should be made 
with oil treated soles but they were very much opposed to 
compulsory treatment of soles and pointed out that certain 
types of shoes would be entirely unsalable if made with 
oil treated soles. 

The following comments and recommendations were 
made by the committee with reference to this problem: 

1. There is no great consumer demands for oil treated 
shoes. 

2. Shoes so treated will be looked upon by the public 
as war goods and will create marketing difficulties when 
restrictions are lifted. 

3. Oil treatment is harmful to “style” shoes since it 
loosens fibers in thin soles and stains light-colored upper 
leather. 

4. Certain types of shoes, such as house slippers and 
infants’ shoes, do not require such treatment. 

5. Certain types of shoes cannot be treated without slow- 
ing production. 

6. Oil treatment cannot be used in connection with the 
synthetic cements now used in certain methods of sole at- 
tachment. 


7. Oil treatment is not necessary, as few shoes, particu- 
larly women’s are discarded because of worn-out soles. 
The general opinion of the committee is thay oil or wax 
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treatment of soles should be left on a voluntary basis and 
that manufacturers should be encouraged to make every 
practical use of the processes. 

Previously, the Shoe Manufacturers’ Industry Advisory 
Committee, although expressing approval of the objectives 
of providing more wear for the consumer, went on record 
as opposing a mandatory order. The committee said that 
an industry study had been made of the processes and 
techniques used in the manufacture of all types of shoes 
by the 900 shoe manufacturers in the United States and 
that as a result of this study the industry had concluded 
that there are certain types of shoes, such as house slippers 
and infants’ shoes, for which treatment is not desirable. In 
general, the manufacturers’ recommendations followed the 


same tone of the retailers’ presentation. 
* * * 


Riley Heads OPA Shoe Trade Section 


APPOINTMENT of F. Paul Riley to head the important 
Trade Section of the Shoe Rationing Branch in Washing- 
ton was announced May 2 by Jerome M. Ney, Director of 
the Miscellaneous Products Rationing Division, Office of 


F. PAUL RILEY 


Price Administration. Mr. Riley succeeds Harold R. 
Quimby, who recently left OPA to join the staff of the 
National Boot and Shoe Manufacturers Association. 

Mr. Riley is well known in the retail shoe field through 
his long association as general manager of the New York 
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When G. I. Jennie picks ’em...they’re Oomphies! 


Listen to the SPARS, the WAC, the WAVES and the MARINES—reports 
from camps all over the country show that OOMPHIES have first preference 
when girls in uniform relax from their duties! But our fighting gals aren’t the 
only ones—women everywhere have made OOMPHIES the fastest growing line 
of indoor casuals. Constantly growing demand keeps sales climbing . . . and 
keeps us humping to stay ahead of all those orders. But we're doing our best 
to allot merchandise fairly, to make sure everyone profits by OOMPHIES’ fast 


growing popularity. 
Oa. bob 2] 
SMART . 
COMFORy 


AMERICA'S FASTEST GROWING LINE OF INDOOR CASUALS 


LA MARQUISE FOOTWEAR, INC. * 137 Varick St., New York 13 
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stores of the George E. Keith Company, makers of Walk- 
Over shoes. He was also with Stern Brothers department 
store in New York as manager of the women’s, children’s, 
and growing girls shoe departments, and later held an 
executive retail post with the Selby Shoe Company. A for-* 
mer member of the Board of Directors of the National Shoe 
Retailers Association, he also served that group for two 
years as chairman of the Women’s Shoe Styles Committee. 

For the past two years Mr. Riley has been identified with 
the Government’s wartime shoe program, first serving as 
shoe price specialist with OPA’s Regional Office in New 
York, and later taking over duties as price executive in 
the Albany District. He assumed his new post as head of 
the trade section in the shoe branch at the national office 


on May 1. 
* + # 


Obligation of Children's Manufacturers 


MANUFACT URERS have an obligation to supply needed 
children’s shoes even if they profit less in making them 
than they would in making adults’ shoes. But children’s 
shoes should not have a priority on the best sole leather 
available after military needs. These views on the chil- 
dren’s shoe situation was presented to the House Banking 
and Currency Committee on April 20 by WPB Chairman 
Donald M. Nelson. The Committee is considering exten- 
sion of the Price Control Act. 

In a discussion of the children’s shoe situation with rep- 
resentative Jessie Sumner, Republican of Illinois, Mr. Nel- 
son said: 

“I believe the children’s shoe situation has very much 
improved within the past two or three months, just as the 
situation in other children’s clothes will improve. 

“One of the things that has prevailed, naturally in a 
competitive economy, a manufacturer if he cannot make a 
profit on one particular thing and he can on another, he 
will turn to the one he can make a profit on. That is a 
perfectly human thing to do, and I have no criticism of that 


.except again we have to bring to him very forcibly his 


obligation to the community to make more children’s 
clothing and more children’s shoes even though the profit 
on that is not as great as he might have made on other 
things.” 

Mr. Nelson’s observation that the children’s shoe pic- 
ture is improving is borne out by the most recent available 
figures on production. Production of infants’ shoes rose 
5.8 per cent for the months of January and February, 1944, 
as compared with 1943. For the same period production 
of misses’ and children’s shoes dropped only 3 per cent. 
The average decrease in this line was between 15 and 20 
per cent for many months. March is expected to show a 
slight increase in leather shoes over the previous two 
months, while the increase in fabric shoes for children will 
be considerable. 

Portions of the actual exchange of remarks on the im- 
portance of children’s shoes follow: 

Miss Sumner: “I would not expect you, of course, to 
know everything that is going on, but do you not feel, as 
a matter of policy, that children’s shoes should have a 
priority above adults shoes? 

Mr. Nelson: “There is not any doubt about that. I would 
never contest that for a moment. I think certain grades of 
work shoes are very important for our workers. * * * 

“After that, I think children’s shoes are exceedingly 
important. I will be glad to go into it. I look at these 
things generally once a month, and the last time I went 
over it it looked as though we were getting an increased 
supply of children’s shoes. Whether we will ever get all 
the people want, I can’t promise.” 

Miss Sumner: * * * “A complaint was made here the 


other day by one of the women in the audience as | 
walked out. We were discussing the matter of children’s 
shoes. She said that the leather for repair leather on chil- 
dren’s shoes is so poor that it took two weeks to get the 
shoes back from the repair man, and that by the time the 
shoes came back, the other pair of shoes they were wearing 
were worn out and due to that she felt that it was impor- 
tant to get the new shoes, and also to get new leather for 
repair of shoes. Have you had that called to your atten- 
tion?” 

Mr. Nelson: “Well, of course, unfortunately the best 
grades of leather today are going to our fighting men. * * * 
The quality of leather that is being used in domestic shoes, 
both for repair and manufacture of new shoes, is not as 
good as when the manufacturer had free selection of the 
markets of the world to select the best leather for his par- 
ticular shoes. We have to see that the best soles and the 
best upper leather goes into the shoes that are for our 
fighting men, and I know that there is not a consumer in 
the country that would not want us to do just that.” 

Miss Sumner: “But there is a residue, is there not?” 

Mr. Nelson: “There is not much residue of good sole 
leather, I am sorry to say.” 

Miss Sumner: “Do the children’s shoes have a priority 
on that?” 

Mr. Nelson: “No.” 

Miss Sumner: “Should they not?” 

Mr. Nelson: “I do not believe that they should really. 
No, I think that they have a right to have just as good 
leather as we can get for children’s shoes. I am agreeing 
with you on producing the best grade of children’s shoes 
we can, but we have got other demands as important as 
children’s shoes. I just said to you when you were ques- 
tioning me before that work shoes for people working in 
factories have to be good. We want them to be good shoes. 
We want to provide just as much good shoe leather as we 
can. We have got just so much, and we make it go around 
to the best of our ability.” 

In earlier discussions with several legislators, Mr. Nel- 
son said he did not believe that much more production 
would be obtained by increasing the prices of children’s 
shoes, despite the fact that he was presented with evidence 


. showing that some children’s shoe manufacturers operated 


with deficits as high as $18,000 last year. 


Upper Leather Supplies Short 


ConTRARY to popular belief shortages of upper leather 
are causing more concern in WPB than the long-standing 
sole leather shortage. This is largely due to the fact that 
military needs for sole leather have declined slightly, while 
their requirements for cattlehide upper leather has in- 
creased. The critical situation in upper leather is also 
accentuated by the directives governing leather for the 
children’s shoe program. The increased soakings which 
have been authorized’ if the cattle hides are available will 
help to ease this shortage. 

At the end of the first quarter production of calfskin 
was up to approximately 80 per cent of the base period, 
because of the large slaughter last fall. But, the better 
grades of calfskin are being used by the Navy and since 
calfskin is produced seasonably, it is likely that no in- 
creased quantity will be available for civilian shoes until 
after next August. 

Military needs for goatskins are still running heavy and 
the quantity available for civilian shoes should remain 
about the same. 

The supply of splits is exceedingly short due to require- 
ments for UNRRA and for work gloves. It'is quite prob- 
able that there will be less splits available for civilian shoes 
than heretofore. 
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PLENTY OF COUPON 18 
BUSINESS IN NEW YORK 


By and large New York shoe stores 
and departments did a land office 
business the last few days before cou- 
pon No. 18 expired on Saturday April 
29th. Some stores reported their 
women’s business brought out 80 per 
cent of these coupons as against 20 
per cent No. 1 Airplane coupons. 
Others reported a percentage of 75, 
65, 60 and 50 in favor of No. 18. Buy- 
ers were surprised at the number still 
unspent. One store reported turning 
away business when the customer 
brought in loose stamps. This com- 
plaint was not generally registered. 
Several stores noted the fact that it 
was the older woman with more con- 
servative tastes who had not until then 
spent her No. 18 coupon. 

The rush could not be compared 
with the last days of No. 17 coupon, 
merchants noted, and few returns 
were expected. Customers, they com- 
mented, were in less haste to buy and 
more discriminating in their selection. 
Although the departments were very 
crowded, the fact that the pressure on 
sales clerks was not as heavy as last 
June gave the customer a better 
chance of being properly fitted. Some 
demand for white and for rationed 
play shoes was reported by one Fifth 
Avenue store. 

The reports from children’s depart- 
ments were less uniformly enthusias- 
tic. Some reported a “terrific de- 
mand” the last week of coupon No. 
18; others said that there had been 
so much buying of children’s shoes 
for Easter that business was not out 
of the ordinary and few of these cou- 
pons were still available. Patent 
leather and white shoes were in the 
greatest demand. 


The men’s stores and departments 
reported an unusually busy week. 
Since many of these have been report- 
ing very slow business for some 
months the expiration of coupon No. 
18 was a distinct lift to the men’s 
business. One big department store 
reported better business in their men’s 
department than in their children’s. 
A demand for men’s ventilated shoes 
was noted in a big men’s department. 

Noted around the metropolitan area 
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is a face-lifting trend, especially in 
children’s departments. Two depart- 
ment stores have recently put in 
equipment for fitting small children 
with the minimum of strain to fitter 
and small customer. These have con- 
sisted in elevated sections where the 
child can be fitted from the floor by 
the sales clerks without the necessity 
of bending. Another children’s de- 
partment in a large downtown store 
has recently decorated its walls with 
attractive murals illustrating popular 
children’s stories and rhymes, such as 
“Alice in Wonderland” and “Jack and 
Jill.” Some women’s departments are 
also being refurbished and improved. 
* * # 


CHICAGO STORES PUSH 
WALKING TYPES 


WITH the onset of mild weather in 
Chicago, considerable advertising line- 
age has been given to the promotion 
of walking shoes. Field’s recently 
featured fine supple calfskin at $13.75. 
Two styles were promoted, both with 
walled moccasin last outlined in beige 
hand-stitching. One was an oxford, the 
other a high-cut stepin, and both were 
of unlined construction. Corrective 
shoes were also featured lately, a 
group of five-eyelet kid ties. Hand- 
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Ration-free shoes for children came in 
for promotion in this amusing ad by 
Geuting's of Philadelphia, Pa. 











some models came in for attention 
too, in calfskin and in water buffalo, 
either with built-up leather heels or 
box heels. . Spectator pumps of soft 
calfskin proved to be good customer 
bait, attracting many sales. There 
were classic opera pumps with punch- 
work outlining toe and vamp; mocca- 
sin toed stepins with butterfly bow; 
high heeled pumps with flat or rolled 
grosgrain bow. All were smartly 
styled, all beautifully made, priced 
at $14.75 and $15.75. 

Timed for the Spring school vaca- 
tions were a number of ads on young 
people’s footwear. Field’s announced 
theirs as “smart shoes that ‘go steady’ 
with the high school crowd”—and 
featured the inevitable moccasins and 
Norwegians, the only shoes the teen- 
age folk evince any real int@rest in. 
Although oxfords are shown (and 
sold) to a certain extent, real volume 
is rolled up on the casual types for 
the bobby-sock crowd. 

In dressy shoes for women, pat- 
ents are still’ in high demand. Car- 
son’s have featured them constantly 
at all prices—popular prices in their 
Budget Shop and higher-fashion mod- 
els. D’Orsay pumps and bow pumps 
have been the most popular. Man- 
del’s featured “Baby Dolls for Grown- 
Up Girls” ‘with high success—low 
heels and wrap-round ankle straps. 
These were shown both in patent and 
in brown alligator calf. 


A number of stores have recently 
emphasized the coming importance of 
brown as Summer color. Heralded as 
“perfect with play clothes” and “smart 
with your city-bred cottons,” these 
stores have already noted added con- 
sumer interest in this color. Aj- 
though some two-tone spectators have 
sold, in the main women are hesitant 
to give up a ration stamp for a shoe 
which can only be worn for about 
three months. Hente retailers often 
hear the remark, “I will wait and see 
what I can get in a ration-free white 
shoe.” Since brown, of course, can 
carry through all seasons, the appeal 
of “Summer brown” is a strong one. 
Mandel’s have named theirs “effer- 
vescent chocolate-soda brown,” and 
describe one punchwork calf pump as 
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trimmed “with bubbling perforations 
at toes and heels.” Other brown 
pumps in bow variety are said to be 
“welcome as a cool chocolate soda on 
a warm Spring afternoon.” 

Navy blues have recently been high- 
lighted at Mandel’s also—in gabar- 
dine and in kidskin with all-over per- 
forations on the vamp. Of all the 
major stores on State Street, Man- 
del’s has most consistently and con- 
tinuously emphasized their ration-free 
shoes, particularly in the play types. 
With warmer weather they are now 
beginning to reap the benefits of 
their consistent advertising on these, 
for that department is always busy. 

The Fair has been giving steady ad- 
vertising to popular priced models, 
and the public is well aware that 
these shoes are offered in a wide vari- 
ety from staple calf oxfords to patent 
sandals, from square toed, wall-last 
suede stepins to sling-back pumps of 
reptile gnbossed calf. 


* *& * 
re 
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SPECTATORS IN FIRST PLACE 
IN ATLANTA 


Wire shoes are selling readily in 
Atlanta. It’s “eyes right on lovely 
white,” according to a placard in 
Burt’s window, and “fashion turns in 
the white direction,” according to 
Chandler’s. Regenstein’s called it the 
“spirit of Spring,” and Rich’s went a 
step farther with small mirrors stra- 
tegically placed on their Spring shoe 
counters labeled “reflection of your 
new Spring mood.” Spectators are 
exceptionally good, in either built-up 
or plain heels, but they are available 
mostly in all white. Only a few of 
the two-tones have been received so 
far. Some of the merchants com- 
plained that these were released too 
late to be worth much this season. 
Black patents® “with predictable 
popularity” were still featured to “gla- 
mourize your pretty foot,” along with 
polished brown calfskin and “military 
tans drafted for service.” Several of 
the stores have effective window dis- 
plays which bring out the pleasing 
contrast between an array of snowy 
white shoes and glossy patents on one 
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“Remember the Battie of 17," said 

Byck's, Atlanta, urging their custom- 

ers to avoid a duplication of the rush 
when Coupon 18 expired. 





side, and gleaming browns on the 
other. Other stores, with more win- 
dow display space for shoes, have de- 
voted an entire window to whites and 
another window to patents and 
browns. 

Many of the stores have window 
and counter space devoted exclusively 
to unrationed play shoes, which are 
moving up in popularity as the Sum- 
mer season approaches. Butler’s la- 
bels them “ration-free play shoes with 
guaranteed soles.” Chandler’s calls 
them “play shoes—foot loose and 
comfitty.” Burt’s suggested “non- 
rationed casualets.” They’re in a va- 
riety of colors and styles. Besides the 
casual type of unrationed shoe, a 
dressier type is offered at most stores, 
ranging up in price to $12.95 for a 
pump in red and green at Rich’s. 

Red and green are the predominat- 
ing colors in all styles of unrationed 
shoes. “It’s smart to be seen in red 
and green” is no misnomer. “The lat- 
est shoes in navy blues,” however, are 
also unrationed cloth numbers, and if 
milady’s fancy so desires, there’s a 
purple number to match the popular 
purple dresses this Spring. Cotton 
play shoes were given a plug by fash- 
ion writers in Atlanta papers who tied 
them in with their features on other 
cotton clothes. 

In the higher-priced bracket, Rich’s 
devoted a counter and some half-page 
advertising to lew-heels. These were 
effectively displayed in the Salon of 
Fine Shoes in white, brown, and 
black, with toes and heels out as well 
as in. They were shown plain, as 


well as with buckles and colorful se- 
quin ornaments to dress them up. 

Sling-back shoes with toes out in- 
spired another half-page of advertis- 
ing and the slogan, “This new nudity 
brings bareback shoes to expose your 
heels and toes.” Another store put it, 
“Expose your toes to glamour.” Rich’s 
Corner Store featured pastel nudist 
pumps, cut low in an assortment of 
colors, and devoted an _ attractive 
counter to Mexican types. 

Demand for shoes continued good 
throughout the past month, in keep- 
ing with the general expansion of 
business in Atlanta. People who still 
had their No. 18 coupons were using 
them. Dealers prompted buyers with 
such slogans as Byck’s. “Remember 
the battle of 17.” The first airplane 
coupon also was being used more 
freely after it was announced that 
the second one would become valid on 
May 1. 

” * * 


SHOES SELL WELL IN 
HOUSTON STORES 


THEY'RE buying shoes in Houston— 
just shoes, any style. One manager 
of a Main Street shoe store complains 
that the buying public cannot, or does 
not, read, else it would know that no 
expiration date had been placed on 
the No. 1 Airplane stamp. (No. 18 


stamps proved to be very scarce in 
April.) The startling statement was 
made by another retailer that it was 
a good thing shoes are rationed, other- 
wise women would buy four or five 
pairs at a time and the store—a popu- 
lar priced one—would be as packed 
all day as in normal peace years, and 
they hadn’t clerks to handle such 
crowds. Houston, it might be noted, 
has always been a good shoe town. 

It will be recalled that about this 
time in 1943 all shoe men complained 
of personnel problems and found their 
clerks drained off daily by. induction 
and by defense industries. There are 
few complaints in 1944. Some of the 
stores, it is true, have fewer employes 
than they had in normal years, but in 
the main the situation has settled 
down. One store which formerly em- 

[TURN TO PAGE 60, PLEASE] 
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Today, as never before, you can pile up real volume and 
profits in your boy’s department—because parents have 
the money to buy their boys better quality shoes . . . 
and there are more boy customers for Skyriders than ever 
before. The new Skyrider Fall line is now ready, and 
there’s also an ace-high merchandising plan that will 
bring kids flying to your store for Skyrider shoes. For 
extra boy’s volume next Fall, write today for the Skyrider 


story. 


REPRESENTED THROUGHOUT THE UNITED STATES 
IN AMERICA’S FINEST STORES 


Marshall Field, Chicago—Sommer & Kaufman, San Francisco. 
Davison Paxon, Atlanta—The Hecht Co., Washington, D. C. 
Maison Blanche, New Orleans—Desmonds, Los Angeles. 
Krupp & Tuffly, Houston—Frederick & Nelson, Seattle. 
Leonards, Ft. Worth—Renberg's, Tulsa. 

Meier & Frank, Portland, Oregon—Block's, Indianapolis. 

- Sanger's, Dallas—Sexon Cullum, Augusta. 

Miller Bros., Chattanooge—Boggs & Buhl, Pittsburgh. 
Auerbach, Salt Lake City—Buck's, Omaha. 
Frankel's, Des Moines—Black's, Waterloo. 

Crowley-Milner, Detroit— White House, Beaumont. 

Pheifer, Little Rock—B. L tein's, Memphi 
Pizitz, Birmingh Armstrong's, Nashville. 
Condon's, Charleston, S. C.—Higbee Co., Cleveland. 








KBS SHOE COMPANY, Division of General Shoe Corp., NASHVILLE i. TENN. 
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DAVIDSON CUSHIONS YOUR FALL BUSINESS 


From all appearances these three handsome styles are no different 
from the many other smart patterns in the Davidson line. But, 
something new has been added . . . they are three of the EIGHT 
new Davidson “Air-Spring” styles built with a special cushion 
insole from heel to toe that’s guaranteed for the life of the 
shoe. This is the first time this patented deluxe cushion insole 
has been available in a shoe at this price. The price? Only $2.95. 


All of the eight different Davidson “Air-Spring” cushion sole 
styles will be available for the Fall and Winter season, and 
Davidson representatives are in their territories now, taking 
orders for delivery in July, August and September. Just im- 
agine the merchandising story you can tell about these super- 
comfortable Davidsons. Here’s a really new feature that will 
attract attention to your windows and sell extra pairs for you 
at the fitting bench. It is a feature that guarantees repeat 
business—for once worn, customers will return again and again 


for additional pairs. 


To help you put across the “Air-Spring” story in a big way in 
your town, you will receive, free of charge (with an order for 
72 or more pairs), a colorful, deluxe window display which will 
dramatically show your customers the advantages of the “Air- 
Spring” cushion insole. Our supply of these displays is limited, 


80 get in your order early. 


EIGHT NEW “‘AIR-SPRING”’ STYLES 


No. 8175—Shown at left, above. Bellwood last, leather sole, 
rubber heel. Sizes: C 6/11, D 6/11, E 6/11. 

No. 8163—Middle style, above. Alpine last, cork-rubber sole, 
rubber heel. Sizes: B 714/11, C 6/11, D 6/11. 


No. 8174—Shown at right, above. Savoy iast, leather sole, 
rubber heel. Sizes: B 714/11, C 6/11, D 6/12, E 6/11, 

No. 8205—Black kid straight tip blucher. Capitol last, leather 
sole, rubber heel. Sizes: C 6/11, D 6/11, E 6/11. 


No. 8274—Same as shoe at right above, in black. Sayoy last, 
leather sole, rubber heel. Sizes: B 714/11, C 6/11, D 6/12, 
E 6/11. 


No. 8176—Plain toe, army russet blucher. Manhattan last, leath- 
er sole, rubber heel. Sizes: C 6/11, D 6/11, E 6/11. 

No. 8158—Moccasin type blucher, army russet. Mohawk last, 
cord sole, rubber heel. Sizes: B 744/11, C 6/11, D 6/11. 


No. 8160—Plain toe, army russet blucher. Manhattan last, in- 
side arch pad, cord sole, rubber heel. Sizes: (6/11, D 6/12, 


E 6/11. 


RICHLAND - DAVIDSON SHOE CO. 
DIVISION OF GENERAL SHOE CORPORATION 


Nashville 1, Tennessee 
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One way that exclusive men’s shoe departments may use G-E lighting postwar to attract customers, 


speed appraisal and provide cheerful atmosphere. Shulman & Company, Norfolk, Virginia. 


Lamps marked G-E bring you the benefits of over 
50 years of General Electric Lamp Research... 
more and more light at less and less cost. 


GE MAZDA LAMPS 


GENERAL QQ ELECTRIC 








BUY MORE 
WAR BONDS 


Hear the General Electric radio programs: “The G-E All-Girl Orchestra’, Sunday 10 p. m. EWT, NBC; “The World Today” news, every weekday 6:45 p. m. EWT, cB 
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Manpower Shortage Worries 
New England Manufacturers 


WHEN tanners foregather currently in New England, the 
subject of conversation is more apt to be the problems 
created by labor shortages than those born of shortages in 
raw materials. This represents a change in emphasis only 
and cannot be interpreted as meaning that materials are 
any more plentiful. It means simply that, even if mate- 
rials could be had in any desired quantities, it is doubtful 
whether they could be processed with anything like the 
speed possible with a full complement of workers. 

Characteristic of the period through which the industry 
is now passing is the spottiness of supply. Even the short- 
ages are not uniform. Calf leather, for example, seemed 
comparatively plentiful for a few days or even a week 
recently and then disappeared, being succeeded by an 
ampler supply of patent leather which, in turn, vanished in 
a short time. The shoe manufacturer cannot possibly plan 
production in advance and his deliveries of finished shoes, 
in consequence, are as highly erratic as is the supply of 
the materials of which those shoes are made. Gradually, 
large numbers of normally well-balanced business men are 
“going nuts.” 

Bearing out the contention that manpower shortage is 
certainly not on the way to being relieved are some fig- 
ures released recently by the Federal Reserve Bank of 
Boston which pointed out that whereas records covering 
the 19-years period from 1925 to 1943 inclusive, show that 
March employment has always been 0.5 per cent higher 
than during February, this year there was a 0.4 per cent 
decrease. This, in connection with another index, would 
seem to indicate that fewer employees will be used to turn 
out a larger volume of work, since the Associated Indus- 
tries of Massachusetts report that orders booked during 
March by representative units of the shoe and leather in- 
dustry exceeded those in February by 17 per cent, reach- 
ing the highest level for several months. This peak, how- 
ever, was still 6 per cent below the March, 1943, level. 

As the result of an appeal filed with Leon J. Kowal. 
Area Director of the War Manpower Commission, the New 
Engiand Shoe and Leather Association has received word 
that shoe and leather companies employing fewer than 
25 employees are now exempt from the provisions of the 
48-hour minimum wartime work-week recently applied in 
the Greater Boston area. Association Secretary Maxwell 
Field, in making the announcement, said that the exemp- 
tion has been granted for an indefinite period, and that 
the companies are permitted to retain work-week schedules 
set up before the original order. They are not permitted. 
however, to maintain this schedule by hiring new workers 
without specific permission from the United States Employ- 
ment Service. 
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Trunk line railroads serving New England are pointing 
out that now, for the first time in several years, shoe manu- 
facturers can save money for their retail customers by ship- 
ping merchandise through the regularly established rail- 
road freight service, rather than by using car-loading com- 
panies as they have in the past. Railroad representatives 
argue that a recent change in rates will enable a merchant 
to save about 6 per cent by using the railroad service which, 
they say, includes free pick-up at the point of origin and 
free delivery at destination. 


Kockedee 


Shortages Beginning to be Felt 
in Upstate New York Factories 


STYLE and beauty expressive of some of the feminine 
longing for artistry in footwear, after what seems like a 
protracted era of plainness in shoes, will emerge from 
Rochester shoe factories for next Fall. 

It would be an exaggeration perhaps to paraphrase a 
famous quotation and say that never before has so much 
been done with se_ little. But what is in the making re- 
flects quality in materials as well as in craftsmanship of 
the kind which has been this city’s proud boast since it 
went in for shoemaking long ago. 

There is one serious drawback—there may not be, prob- 
ably there will not be—enough shoes to go around unless 
all of the signs which have guided shoe manufacturers 
through the past fail as a barometer for the unknown and 
uncharted months ahead. 

To make a long story short, shortages are beginning to 
hurt. 

The men and women who make the shoes here have 
been more vocal about the lack of sole leather than any 
other shortage. Perhaps that is because temperatures of 
some of them have been rising since a governmental allot- 
ment of leather, with greatly decreased supplies for new 
shoes, began to be castigated as an “outrage” and in 
stronger terms. 

But that is a small part of the story. 

Constellations of stars on service flags waving proudly 
from shoe factories tell something of the loss of manpower. 

Not only leather but textiles which are used in making 
shoes are becoming more difficult to buy; the supply, will 
he nowhere near enough to meet actual needs unless more 
materials are released to them. 

As supplies of one kind of material decreased, there 
were runs on others until all stocks were low. 

In consequence, shoe manufacturers have been com- 
pelled to place customers on reduced quotas, and there are 
new understandings that a larger proportion of shoes 
with plastic soles will be shipped in new orders hereafter. 
It is anticipated that more uppers will be made out of 
fabrics. 
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Retailers who were seeking to open new accounts are 
generally still seeking to do so, because a whole month of 
orders for old customers were “skipped” in efforts to catch 
up with them. 

The retail shoe business, which was quiet through Janu- 
ary, February and the fore part of March, has moved up- 
ward rapidly, gaining impetus until it reached the propor- 
tions of a rush, as the deadline for Shoe Stamp 18 ap- 
proached on April 30. 

In some stores as high as 80 per cent of these “last 
minute” buyers brought Stamp 18 with them, and their 
presence in large numbers in shoe stores also stimulated 
use of Airplane Stamp 1 in Book 3, which is good indefi- 
nitely. 

Buyers concentrated upon higher priced shoes. One re- 
tailer said the fact that the price was high seemed to be 
an added incentive for buying in some instances. Quality 
was what was wanted, regardless of the type of shoe that 
was offered. 

Most of the women—who were in the majority—said 
they wanted “dressy” shoes and they were fearful that if 
they waited until later they would not be able to get the 
good quality they were seeking. 


Chicage 

SHOE manufacturers in this area are disappointed and 
dissatisfied because they must face this quarter at least 
with but 480 M bends per month allotted to the making 
of new footwear while the repair trade is allowed 350 M 
bends under OCR regulations. Since demand continues 
to far outstrip production, it is only natural that the shoe- 
maker finds the ruling unreasonable. He feels that the 
cards have been unnecessarily stacked against him, and 
at a time when he had been holding poor hands anyhow. 

While demand for all kinds of footwear is enormous, 
the manufacturer of children’s shoes is seemingly more 
harassed than any, for the retail demand for his product 
is steadily growing. The adult who is unable to buy a 
new pair of shoes can, in many instances, have his old 
pair repaired. But with growing children this is frequent- 
ly not feasible. It is significant that during the recent 
selling of special government-allowed sales, one store here 
which offered 800 pairs of children’s shoes was completely 
cleaned out of this stock in five hours’ time. 

Labor shortages continue another big headache of all 
shoe houses in this area. “Experience not necessary” is 
still a frequently seen sign on factory walls, but even in- 
experienced help is not to be had. And the experienced 
hand who is called by his draft board is certainly “gone 
beyond recall” by the factory, for the duration at least. 
As one manufacturer said, “Well, we've got no materials, 
we’ve got no stock, we’ve got no help. Let’s hope we can 
keep our sense of humor.” 


Sr Cones 


Despite the fact that shoe sales at retail are leveling off, 
retailers are still eager “for shoes, as reflected by the heavy 
bookings of orders placed with St. Louis houses during the 
recent trade shows. Sales managers here report that quotas 





have been taken in full with but few exceptions. Asked 
why dealers are still clamoring for shoes, one gets a variety 
of answers. One is that they have “gotten in the habit.” 
Other answers reflect the general condition of low inven. 
tories and large cash balances. 

True, some noticeable shifts in demand as to types are 
taking place. For example, big operators in women’s style 
footwear are unloading better grade rationed shoes made 
of gabardine. They find the public won’t give up a coupon 
for a fabric shoe now that so many non-rationed shoes 
are available. It is also reported that women’s staple types 
in medium heel heights are slowing down. Demand con. 
tinues to swing in the direction of extremely low heels and 
extremely high heels. Women are tiring of plain shoes; 
are hungry for bright colors, hence the broad swing to 
non-rationed types. 

The thoughtful minds of this market are concerned over 
the general shoe picture, for in spite of the much publicized 
scarcity of materials for shoe making, over-all productien 
figures continue high. This fact, set against a drop in re. 
tail business and also against the possibility that rationing 
of shoes can be lifted suddenly, opens up a train of specu- 
lation. It is felt that if rationing should be lifted, an epi- 
demic of sales and special promotions “would spread 
throughout the country, that prices might conceivably drop 
perceptibly for a time at least. This is not to say that 
St. Louis manufacturers expect any immediate end to shoe 
rationing, but the sudden lifting of rationing on meat is at 
least thought provoking. 


Vw bork 


MANUFACTURERS in the metropolitan area are just 
beginning to draw an easy breath after two or three of 
the most active market weeks this city has ever known. 

More buyers were assembled from more parts of the 
country than ever before. Operating under wartime quo- 
tas, manufacturers were obliged, as in previous recent sea- 
sons, to turn away potential customers in order to meet the 
requirements of their regular accounts. 

The demand was for shoes and more shoes. The fact 
that nothing radically new was available did not lessen 
the buyers’ interest in pairage. Questioned as to how much 
suede and calfskin will be available for their Fall lines, 
most manufacturers expressed optimism. The general feel- 
ing seems to be that, since they have managed to get sufi- 
cient supplies of materials to continue making shoes up 
to the present time, they will somehow still continue to get 
enough to carry on. As one manufacturer expressed it, 
“Some of us lack one kind of material; others lack some 
thing else. It is tough for all of us in one way or another, 
but we manage to keep going.” 

Fabrics to supplement upper outer leathers in women’s 
shoes are also difficult to obtain. They will be used toa 
limited extent by New York manufacturers. Satin for 
evening and dinner shoes is being used in some top price 
lines for pumps and sandals. An all-over black satin 
d’Orsay pump with satin bow made by one of the high style 
houses looks very smart and practical. Some snakeskins 
are coming in in limited quantities and are selling well 
One manufacturer is doing very well with a natural color 
snakeskin for Summer. A python skin is new with a lead- 
ing maker of alligator shoes. 
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ployed 10 or 12 men clerks now em- 
ploys three men and about six or 
seven women, Women clerks have 
been accepted by shoe men and the 
general public. 

For the first time black patents 
have been nosed into second place by 
whites, with which they have always 
run neck and neck in Spring and 
Summer. Grey lizard was popular at 
the Vogue for Easter, and grey India 
serpentine shoes are holding their own 
at Levy’s. Purple suedes were popu- 
lar for Easter at Baker’s and Burt’s 
Shoe Stores, but the demand for pur- 
ple has been nearly forgotten by the 
call for whites. Now it’s spectators 


with leather heels at Baker’s, whites 
ot any kind at Burt’s and Chandler’s. 





A tie in natural wheat linen with 
built-up leather heels is an offering 
at Sakowitz, neat and popular for 
these hot days that put such a strain 
on war-busy feet. The new linen and 
leather spectators (two-tones) recent- 
ly authorized appeared here first in 
April. They are moving well and bid 
fair to become favorites to replace 
the perennial spectators, now listed 
among the growing scarcities. 

The Columbia places amid a dis- 
play of Caryl Brooks shoes a striking 
cloth sandal of a floral print with 
purple and green tones predominat- 
ing. The Vogue features, in a small 
window just large enough for one pair 
of shoes, a blue reptile sandal, high- 
heeled, with matching bag. 

All retailers report that the 20 per 
cent tax on bags has made no differ- 
ence in the sales of matching bag and 
hat sets, and such slight difference in 
the more expensive bags as to be un- 
noticeable in the long run. In the 
words of several managers, “People 
have money and they’re spending it.” 

“Follow-Me-Lads Bows add color to 
black patents”; the Vogue advertises 
black plastic mesh bows centered with 
a medallion of sequins. These, sold 
separately, are available in 15 colors. 
On the staple side, bows of plastic 
and faille are featured in most of the 
stores. 

Promotions on shoes for both men 
and women stress the Summer theme. 
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[CONTINUED FROM PAGE 52] 


One especially effective display fea- 
turing whites is to be seen at The 
Fashion. A large trellis of red squares 
supports a vine, the color of bamboo, 
bearing luxuriant foliage. In the 
exact center of the trellis rests a white 
pique bag with red opening and draw 
ribbons. On the floor is a similar bag 
with brown trim. White-washed rocks 
of plaster of paris are in the fore- 
ground; amid these bloom large pink 
roses. Located between and around 
the rocks are white shoes of varied 
styles. “You have a date with Sum- 
mer—Look what you'll wear,” is the 
message on a white placard. 

“Put a pretty foot forward into 
Summer” is the blandishment amid 
water snake and white shoes in a dis- 
play at Levy Bros. 

“Keep gloriously cool with Summer 
white . . . impeccable white suede to 
add cool frosting to Summer cos- 
tumes” is the wording of an ad, from 
The Vogue, depicting white shoes slid- 
ing the length of a palm tree to a 
cactus at the foot. 

Nor, as said above, is Summer foot 
comfort for men overlooked. “Cool, 
ventilated shoes!” advises Krupp & 
Tuffy, featuring shoes from four 
houses, “to bring you cool foot-com- 


MAILM AT WALKER 








KEEP 
GLORIOUSLY 


Impeccable white suede 
footwear to add cool frosting 
to summer costumes . .. 
Several outstanding new 


styles 











Summer whites in a cool-looking and 
attractive ad were shown by Vogue 
Shoes, Houston, Texas. 


fort during the long Summer just 
ahead.” 

One thinks of Salvador Dali when 
studying a recent display at the Smart 
Shop. Diagonals and curves, bands 
of blue coarse-grained fabric with 
wheat markings very faintly seen, 
bamboo and hibiscus, glittering pins 
and ornaments—and Summer shoes— 
add up to “Step out for Spring in the 
season’s smartest footwear.” 





Non-rationed shoes are, in some 
stores, almost supplanting the ra- 
tioned shoes. Burt’s Shoe Store re- 
ceived a large shipment of non-ra- 
tioned shoes in all colors, but with 
whites occupying the main spot. Saks’ 
Shoe Store promotes “Slackettes,” 
durable cloth tops combined with 
cushion padded platforms and wear- 
tested soles. Foley advocates play 
shoes in white—or colors—with syn- 
thetic soles; pastel anklets are also 
shown. Wedge play sandals for “fun 
on foot” are found at Sakowitz’. 

At the time of year when gardens 
are at their best and women are floral 
conscious, W. L. Douglas promotes 
“Garden-Gay colors in ration free an- 
klets. Pick your shoes to accentuate 
the brightest colors in your new flower 
prints—red, blue, green, Roman 


stripes and prints.” 
* * * 


CINCINNATI RETAILERS HAVE 
GOOD MONTH 


CINCINNATI retailers were happy 
about April business with cross- 
section reports indicating that the 
1944 month would compare well with 
1943, if not better. 

An early demand for white shoes 
gave some of the stores a cue as to 
what to expect for Summer merchan- 
dise, and lines were being laid to at- 
tempt to assure comparable inven- 
tories. 

Most stores were active with rushes 
on certain days when weather condi- 
tions were unusually favorable or fol- 
lowing major paydays in war plants. 

Hopeful signs for a good second 
quarter were evidenced on all sides. 
Retailers’ only worry was on the sub- 
ject of whether or not inventories 
could be held up to meet demands. 
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Start planning NOW-so yours will be one of the first stores 
modernized when building restrictions are lifted 


STORE interior made smart and 
attractive with Pittsburgh Glass 
—and an eye-catching Pittsburgh 
front—that’s the combination which 
will attract mew customers, build 
sales volume, widen your trading 
area, boost profits. Thousands of 
merchants have proved this beyond 
question. 
That's why a large backlog of 


store modernization work has been 


"PITTEBURGH stench for Baal Gass and Chiat? 


built up during this period of re- 


stricted construction. Merchants 
will be eager to make up for lost 
time . . . to bring their stores up-to- 
date in a hurry, inside and out, so 
they'll get a head-start on postwar 
competition. 

And that’s why you should start 
planning your new store today. Ap- 
prove a design for your new store 
front and interior now. And when 
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GET YOUR SHARE OF POSTWAR TRADE 
with a handsome new store front and 
interior done in Pittsburgh Glass. 
The appearance of this Buffalo, N. Y. 
store shows how Pittsburgh Glass 
could make your store more attrac- 
tive to customers. Samuel Feingeisch, 
Architect. 











we can start modernizing stores with 
Pittsburgh Glass again . . . yours will 
be among the first to get done! 

See your architect to assure a well- 
planned, economical store design. 
Our experts will gladly cooperate 
with him. 

Don’t wait! Send the coupon to- 
day for our free book showing actual 
facts, figures and photographs of 
many Pittsburgh remodeling jobs. 


Pittsburgh Plate Glass Company 


2144-4 Grant Building. I 


Please send me, withou 
illustrated booklet on store 


ittsburgh 19, Pa. 
t obligation, your 
modernizstion. 
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RETAILERS, PREPARE NOW! 
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independent stores. Forty-three per cent of all chain shoe 
stores sell exclusively men’s or women’s shoes, often at 
just one price, while 83 per cent of all independent shoe 
stores sell men’s, women’s and children’s shoes, generally 
_at various prices. So the average chain shoe store is able 
to maintain a more adequate stock than zhe average 
independent. 

How can a family shoe store with total sales of men’s, 
women’s and children’s shoes and accessories of $18,500 
compete in similar shoes with a chain organization that 
sells only $4.00 women’s shoes, for instance, whose annual 
sales per store are $75,000? 

Let’s take the case of the average independent store in 
this chart, that specializes in men’s shoes, to illustrate 
the advantage of specialization. Since men’s shoe styles 
are more staple than women’s, their rate of turnover need 
not be as great (as will be noted in Chart V). Yet these 
independent men’s shoe stores with average annual sales 
of only $13,700 obtained almost as high a rate of turnover 
as the independent family shoe stores whose average sales 
per store were one-third more. 

The average family shoe store with total sales of $18,500 
sells about $5,000 per year in men’s shoes. At an average 
selling price of say $5.00 per pair, such store would carry 
an average stock of about 700 pairs, men’s shoes. On the 
same basis, the independent store that specializes in men’s 
shoes, whose sales are $13,500, would carry an average 
stock of about 1300 pairs. 

Should each of these two types of stores stock twenty 
different styles in men’s shoes, the family shoe store would 
be able to maintain an average of 35 pairs in each style, 
and the exclusive men’s shoe store 65 pairs. In order to 
fit all feet, the Army carries in stock 239 different sizes 
in GI shoes. Naturally a shoe store need not stock as 
many sizes. But it does need at least 30 different sizes 
to fit a fair proportion of feet. In order to maintain most 
of these sizes in stock, a store must carry at least double 
that number of pairs, since the middle sizes sell at a far 
greater rate than the end sizes. 

On the other hand, should each type of store stock the 
same number of pairs per style, the exclusive men’s shoe 
store would be able to maintain twice the number of 
styles in men’s shoes as the family shoe store. So, it is 
evident that a store that specializes can offer its customers 
a more complete selection of styles and can do a much 
better fitting job, both of which factors increase sales. 

Men detest being sandwiched between women and chil- 
dren customers, and prefer to shop in exclusive men’s 
stores. Women dislike lugging their children down town 
te shop, and welcome the small specialized children’s shoe 
stores that have been opening recently in uptown locations. 

Small stores specializing in corrective and comfort shoes 
that require more careful fitting have been increasing 
rapidly. 

Style merchandise must be gotten in and out of stock 
quickly. Small retailers frequently have a decided advan- 
tage in this respect over more cumbersome large chain 
organizations and Department Stores. So, many small 
retailers who specialize in style merchandise in a limited 
price range are particularly successful in many apparel 
fields. 

Specialization enables a store to maintain more ade- 
quate sizes and assortments with less stock. It reduces 





Mark-Downs and other costs. It increases sales and profits, 
Greater specialization is the salvation of small retailers. 


Excessive Turnover May Be Harmful 


While an adequate turnover is essential, some retailers 
handicap themselves by attempting to obtain an excessive 
rate of turnover. 

Among others, I am familiar with the turnover experi- 
ence of one formerly successful chain of large specialty 
stores. It decided to obtain three times a normal rate of 
turnover. Its stores could then no longer maintain com- 
plete sizes and assortments. So its excessive turnover pol- 
icy turned over most of its former customers to its com- 
petitors. 

Chart VII compares chains to independent stores in 
various retail fields in the matter of the ratio of sales to 
stock. These are from the Census report of 1939. 

If the chain stores were compared to the same size 
independent stores in each classification, in most cases 
the chain stores’ ratio of sales to stock would be lower 
than the independents. Besides, most chains confine their 
business to fewer prices and kinds of merchandise. Their 
warehouses, too, give them an added turnover advantage. 
So the average chain store is able to maintain a more 
complete stock than the average independent store. 

The average sales per store of all independent depart- 
ment stores are relatively high. However, according to 
the 1939 Census, sales of 56 per cent of all independent 
department stores in 1939 were between $100,000 and 
$500,000, or an average of $236,000. The Controllers’ 
Congress in its analysis of Department Stores and Spe- 
cialty Stores by departments, shows that there are certain 
departments that consistently make no profit or lose money 
until their sales reach a certain minimum amount. Let us 
look into some of the upstairs shoe departments of de- 
partment stores, as revealed in Chart VIII, as an 
illustration. 

If the shoe departments of these small department stores 
had actually maintained an adequate schedule of sizes in 
each style, as any shoe department must to be successful, 
it is obvious that they would have had to confine their 
business to a very limited assortment of styles and at just 
one price. 

This analysis demonstrates how important it is that a 
store confine its business to a sufficiently limited number 
of departments, prices and kinds of merchandise that will 
permit it to constantly maintain adequate assortments 
and sizes. It also explains why an excessively high rate 
of turnover makes it necessary to spread out its stock so 
thin that the store is not able to properly serve its 
customers. 

The present WPB enforced limitation of number of 
styles has greatly reduced markdowns and other costs. 
According to the Controllers’ Congress report the mark- 
downs of all their department stores and specialty stores 
with sales under $500,000 decreased from 7.7 per’cent in 
1939 to 4.1 per cent in 1942. The markdowns of their 
larger stores decreased from 6.7 per cent to 4.7 per cent. 
After the war, similar self-imposed limitations of number 
of styles by retailers and manufacturers would just as 
effectively increase retail and manufacturing efficiency, 
and decrease prices to consumers. 

[TURN TO PACE 72, PLEASE] 
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From near and far come the reports that KICK- 
ERINOS have reached feminine hearts and feminine 
feet with an acceptance that makes them friends 
for all time to come. This casual footwear in a 
variety of colors, in fationed and non-rationed 


numbers, is something your store can shout about. 


KICKERINOS will be on display at all 
leading Shoe Shows. 
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“Two Feet Next to Heaven” in White Kids 


Paraders on the boardwalk at Atlantic City have recently been attracted to this 

eye-stopping and colorful setting for over 70 pairs of white kid shoes, displayed 

in the window of the DuPont Exhibit. All of the shoes were of Levor white kid in 

glace, suede, and crushed finishes, made by many of the best known firms in the 

country. The theme of the display was explained on a large pair of angel's wings 
at the top. The colorful setting represented Elysian terraces to Heaven. 





Protect Post-War Prosperity 


[CONTINUED FROM PAGE 46] 


will mean much to us in industry, 
foreign trade, employment and pros- 
perity. 

Ships will be needed by us, war or 
no war. The American people, as con- 
sumers, want the best products of all 
the world made convenient and eco- 
nomical for them toacquire. Our 
wholesale and retail merchanis can 
profit by fulfilling these desires of our 
people. American farmers have much 
at stake, too, as regards exporting 
farm products in both their originai 
and processed forms. Ships in service 
also improve our international position, 
for the ship is one of the most im- 
portant tools of our foreign trade, go- 
ing and coming. 

At the end of this armageddon, the 
United States will have a fleet of ves- 
sels greater than the largest merchant 
marine any nation ever owned, prior 
to this war. Since Pearl Harbor, 
American shipyards have delivered 
more than thirty million tons of ship- 
ping, approximately three times our 
total existing tonnage when we entered 
the war. 

While generally the life of a sea- 
freigh carrier is reckoned as twenty 
years, many of the boats, in war ser- 
vice will have deteriorated or become 
useless. This inability to serve further 
will probably reach about one-third of 
the fleet, indicating that from fifteen 
to twenty million tons will remain 
afloat, for service. 

It will probably, take our shipyards 
more than three years to convert these 
ships to peacetime use. We should im- 
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mediately take all necessary steps to 
maintain these twenty million tons, 
keep them up-to-date, at the top of 
their capacity, serviceability and de- 
sign. To achieve this, we will have to 
build post-war at least one million tons 
of new ships a year—the equivalent of 
200 ships averaging 5000 tons. 

Thus we will have the ships. We 
will also have the goods. We also have 
the men to man the fleet. 

We must subsidize our shipping in 
the peace to come. We may react ad- 
versely to the word “subsidy” but we 
cannot be so soft or impractical as to 
ignore the foundation on which our 
merchant marine can be built. By Con- 
gress-created law, subsidies are, at this 
very moment, authorized for ships and 
shipping. So why not maintain tnem, 
both for their building and operation? 

Today subsidies are applied to ship- 
building in such a way that any vessel 
built by the government in an Ameri- 
can yard is sold to an operator at the 
price which is comparable to the one 
which his foreign competitor pays for 
a similar ship in his native land. On 
the other hand, the subsidy for opera- 
tion of a vessel is generally the differ- 
ence between the wages paid by the 
foreign competitor and those paid to 
our own men. In the last analysis, this 
subsidy is really nothing but a pay- 
ment to stabilize or equalize shipbuild- 
ing costs or wages, and ship operating 
costs or wages. 

Our future merchant marine policy 
should maintain such equality pay- 
ments, for they certainly mean much 


more than just money spent to meg 
foreign competition though that in 
self is most important. Maintaining 
the fleet, keeping it active and up-to 
date, is part of the job that lies ahead 
We must also determine how to emplgy 
our fleet as carriers and how to do 
profitably, in spite of the vastly ip. 
creased tonnage. Both these problems 
are closely allied. For one thing, w 
must use our own bottoms for our ow 
freights, both ways. 

We must equip ourselves to hand 
the shipping of our imports and @& 
ports, from the point of origin to their 
destination. That is good business, 
the future we should be able to sej 
goods from a factory in Minneapolis 
on one U. S. bill of lading, f.o.b. Cape 
town, South Africa or import on om 
U. S. freight document, tin from Ipoh 
in the Malay Peninsula c.i.f. an Ame 
ean factory at Detroit. U. S.-mad 
goods could in this manner—if op 
policy is right—be handled all the way 
exclusively by U. S. transport facilities, 
be they truck, railroad, plane @ 
steamer. This is not only possible, buy 
imperative in the keen competition 
which will spring up in the world of 
tomorrow. 

We have no reason to doubt that ou 
merchant marine will give the finest 
possible service. Under a merchant 
marine policy providing for an operat- 
ing “equalizer,” it will be good business 
for Americans to ship on vessels fiy- 
ing our flag. After all, the taxpaye 
really pays for the “equalizer.” Hence, 
the more business he gives our mer 
chant fleet, the greater its revenues and 
the smaller will be the “equalizer” cost 
falling on him. 

A bold policy with reference to our 
merchant marine can mean: 

(1) Keeping the United States the 
world’s most powerful factor in inter 
national transportation by sea. 

(2) Employing many thousands of 
men, both directly and indirectly, in 
building and operating our ships. 

(3) Assuring our manufacturer 
and farmers of a better shipping ser 
vice for the world-wide developmert of 
export business. 

(4) Providing our wholesale and re 
tail merchants with a better shipping 
service for bringing in, from all parts 
of the world, products salable to the 
American people. . . 

(5) Supplementing, our Navy, whic 
post-war should be the world’s largest, 
by having thousands of men, trained a 
low cost in all branches of seamanshi?, 
always in reserve. 


Huth and James to Liquidate 


MILWAUKEE, W1s.—The stockholders 
of Huth and James Shoe Company have 
voted to liquidate the corporation. The 
manufacturing plant has been sold, 
effective June 1, according to an ar 
nouncement to the customers of the 
firm. It is understood that a line o 
children’s shoes. will be manufactured 
in the former Huth and James factory. 
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SPECIAL MERIT CITATION 


Every dealer whose contest entry 
meets with the judges’ approval will 
receive a handsome “Award of Merit” 
citation, signed by the contest judges 
and bearing the name of his store. 
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Foot Troubles Are Prevalent. Corns, callouses, 
bunions, weak or fallen arches, tender heels, 
Athlete’s Foot and the many other common 
foot ailments, are on the increase. Govern- 
ment statistics indicate that 9 out of 10 per- 
sons now suffer from foot troubles of some 


Mest Foot Troubles Are Relievable. Most com- 
mon foot troubles are greatly aided through 
use of the proper Dr. Scholl Foot Comfort 
Arch Support or Remedy. Shoe dealers 
trained in the fitting and application of these 
foot aids can be of great benefit to the com- 
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A Nationally Advertised Event. Dr. Scholl's 
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greatest publicity ever put behind any mer- 
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Machine tools, skilled machinists and a high grade of tool 
steel are needed to make the drills used in wood heel 
attaching. Every carelessly broken drill puts an added de- 
mand on materials and facilities that are essential to im- 
portant war production. Get the most out of every drill. 











] Don’t Force the Drill. Let the drill cut its own way into 
heel. The operator should merely guide. 








| 2 Remove the Drill Carefully. Don’t bend the drill out of 
J line. Many drills are broken when the operator starts to 

F RE E DRILL s move the shaft away before the drill point is clear of the 
‘ hole. 






GRINDING SERVICE 





, 
ose j 3 Don’t Use a Dull Drill. There is a temptation to force a 
Drills still long enough to / dull tool. When cutting becomes more difficult or slug- 
be used should be sent to ‘ gish, put ina sharp drill. 
y 
/ 
‘ 








the nearest (6/C Branch 
Office. There they will be 
resharpened without cost. 






4 Have Shanks Correctly Positioned. Extreme care should 

be used when steel shanks are attached, to see that the 
heel end slot of the shank is accurately placed so as to 
allow clearance for the drill. 
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Weiss Asks Donations to 
Greater New York Fund 


New YorK.—Stanley Weiss, head of 
the shoe department of Hearn Depart- 
ment Stores, Inc., who has been chosen 
to lead the shoe division campaign for 
the Greater New York Fund in behalf 
of a broad group of charitable activi- 
ties in the metropolis, is confident on 
the basis of pledges already received 
that the division’s quota will be sub- 
scribed. 

In order to make sure of 100 per 
cent participation by members of the 
shoe trade, many of whom cannot be 
reached individually, Mr. Weiss re- 
quests that retailers and other trade 
members make out checks for donations 
to Greater New York Fund and mail 
them to Stanley Weiss, Hearn’s Shoe 
Department, 4 West 14th Street, New 
York. 

The Committee for the Shoe Division 
consists of the following: 

Manufacturers’ Representatives: Ben 
Cohen, Jack Galway, Irving Goodman, 
Ed Kornsand, Ronnie Mermelstein and 
William G. Monsees. 

Buyers and Retailers: Norman Del- 
lerson, Sam Drucker, Manuel Gerton, 
Milton Goldberg, Abe Rubinfield, 
Samuel Staff, Jack Somers and John 
Talbot. 

Wholesalers: Morris Arnoff, Charles 
Finkelpearl, Leonard Friedman, Irving 
Goldstein, Ralph Kirsch, Herbert Pos- 
ner, M. J. Saks, Sam Schneider and 
Sidney Thalheim. 

Stitchdown Manufacturers: Samuel 
Dones. 

Suppliers and Allied Trades: Sam 
Abrahms, William Ascher, Ed Far- 
rian, John Laycock, Herbert Lehmann 
and Alfred Vamos. 

Gold Cross Stores: 
end Harry Weil. 

Shoe Manufacturers: Jerome Alt- 
schul, D. S. Cohen, Herman B. Del- 
man, Andrew Geller, Morgan Gross- 
man, George Miller, Maurice Miller, 
Dan Palter, Julius Pincus and Ben- 
jamin Schwartz. 

Chain Stores: Arthur Adler, William 
D. Benjes, A. Harrison Billet, Ben 
Daniels, Jack Davidowitz, Louis Fried, 
Max Friedman, Sidney Kaufman, Ben 
Kellner, Ward Melville, Samuel J. 
Munger, Fred Perlberg, Murrav M. 
Rosenberg, Lawrence Schoen, Milton 
Simon and George L. Smith. 

Slippers and Casuals: Lou Carlin, 
Harold Gessner, J. L. Jerro, L. Pick, 
M. S. Schelansky, Moe Simon and 
Philip Sobel. 


Aaron Brown 


In New Location 


Los ANGELES, CALIF.—The Dr. Kah- 
ler Shoe Shop, which also features Foot 
Relief Shoes, has moved from its for- 
mer location at 624 S. Olive St. to 
much larger quarters at 733 W. 7th 
St. The Oppenheim’s (son, E. A. and 
father, D. G.) feel the move will give 
them needed room and will enable them 
to take better care of their customers. 
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"For the past thirteen 
years I have prescribed 
Health Spot Shoes to my 
patients. The number 
runs up into the thou- 
sands now wearing these 
shoes, with the largest 
number being worn by de- 
fense workers who would 
be unable to work ten 
to fourteen hours a day 
if they did not wear 
this type of shoe. 


Without Health Spot Shoes 
the correction of foot 
deformities would be an 
impossibility." 





Many Health Spot Shoe fitters tell us how much satisfaction 
they derive from the business resulting from doctor prescriptions 
on recommendations of Health Spot Shoes to their patients. 
It is not just the business and the ease with which it can be 
handled that creates this satisfaction, but the fact that Health 
Spot Shoes meet the high standards which professional endorse- 
ment requires. 


ATTENTION: ORTHOPEDIC SHOE FITTERS 


There never was a better opportunity for good shoe men who 
are anxious to do a better job for those who need correct 
shoes. Today there are many desirable openings in retail shoe 
stores due to men leaving for the service, that are worth in- 
vestigating. If you are interested in making a change where 
you will have a better opportunity to do a real service for your 
customers, we may be eble to help you. Send for an appli- 
cation. 


1240 W. LAWRENCE AVENUE + CHICAGO 40, ILLINOIS 


HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 
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pearance with the utmost in ease and comfort. In 
Edwin Clapp shoes of Kangaroo leather, nearly a 
century of cumulative skill assure an elegance of 


Edwin Clapp Kangaroo shoes are finest. 


(dagpand for 


INCORPORATED 
EAST WEYMOUTH * MASS. 
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is selected by men 
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to Edwin Clapp craftsmen. 
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Trains Salespeople in 
Personal Service 
[CONTINUED FROM PAGE 43] 


the customer then requests the lower 
bracket number we always accommo- 
date immediately, never argue or try 
to convince her she is wrong. This 
would cause her mentally to object 
against what she might consider “push 
selling.” 

It would be almost 
switch the customer from the lower 
priced bracket if that were first shown 







impossible to 


but by now the better merits of the 
higher grade shoe have been impressed 
on her. She has had the opportunity 
to compare the different grades by per- 
sonal instructions as to the merits of 
each. 

The customer has been given a les- 
son, has been educated into the better 
merchandise and often will return later 
to purchase the higher priced shoe. 
She will consider this a personal ser- 
vice and remember the salesperson who 
took the time to explain. 

4. Styles. One of the most essential 
parts of shoe selling is the complete 















knowledge of styles. Under style 
meetings I have listed the whys and 
wherefores as follows: 

Shoes are not made willy-nilly. They 
are made from definite designs draw, 
by skilled artists. These artists jy 
turn take their cues from the coming 
clothes styles. Fashion is the ruling 
factor; therefore, the salesforce mus 
understand and know it. 


Why do some shoes have “high rid. 
ing” ties, others low cut; why is the 
frog on one different from that 
another; why are some braid trimmej, 
others plain; why slip-ons; why 
buckles? All these points must be 
known to be able to sell shoes intellj. 
gently. We subscribe to numeroy; 
fashion magazines which the salesforr 
must study. As each new season come 
around I hold a style meeting in this 
manner: 


I lay out, on the carpeted floor, s 
pair of every style in stock. I then 
have the salesforce designate thos 
which they like and those which they 
dislike and ask their reasons for such 
choice. 


I then explain why a buyer pur 
chases each of these styles. They ar 
to worn with such-and-such a co: 
tume depicted on page — of fashion 
magazine. The salesforce then begins 
to realize that, although this partic 
lar style may not be beautiful, wha 
worn with the proper costume, it iss 
thing of harmony and has its place in 
the fashion parade. What is more im 
portant, the salesforce will know fo 
which costume to recommend this style 


Heel heights have a reason. The 
enter into the length of the skirt to k 
worn during the coming season. I 
shoes are braid trimmed it is show 
that braid is being worn on the coming 
clothing styles. Color combination 
are gone into extensively so that 
matched or harmonized effects betwee 
shoe and dress may be assured. 

My salesforce is now prepared & 
fit, sell, and to harmonize every pair of 
shoes in stock with the needs and co 
tumes of any customer who may ente 
the store. 

The personal idea does not end here 
however. I have had “thank you” cari 
printed, thanking the patron for he 
patronage and desiring the pleasure d 
again being at her service. This cat 
is signed by the salesperson so that th 
customer will know for whom to call @ 
her next visit to the store. 

The result—my salesforce KNOWS 
salesmanship, personal service, styit 
creation and how to retain a custom 
once she enters our department. 




































Joins Orthopedic Shoe Store 


CoLumBus, On10—Charles W. Sch 
who has been in the shoe business 
Columbus for more than 30 yeal 
serving as one of the pioneers in t 
field of corrective footwear since 19 
has joined the staff of Greiner’s 
thopedic Shoe Store, in charge of mut 
of prescription work. 
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MR. MERCHANT: 


buy more War Bonds. 


While we are largely on WAR WORK at Lima, making Soles 3 3 
& heels for the boys in uniform we are still making civilian iy 
requirements but not in sufficiently large quantities to cover 
the demands, and we hope, with this in mind you will be 
lenient with your suppliers as they have been with us until Pe 
the time comes when we can give your sources all of the i 
Raw-Cord Soles & Heels they require. ee | 

Rest assured that we anxiously await the time when we 
can make prompt shipments as we did for many years, and 
that we are doing everything possible to speed that day. 

In the meantime let's all do the very best we possibly can eo By 
to help the other fellow in every possible manner... : 
















and 











THE-LIMA CORD SOLE & HEEL COMPANY 


LIMA * * 


FOUNDED BY J.E 


GROSJEAN 





OHIO 


In 1920 





Faron Receives 
Naval Commission 


PHILADELPHIA, Pa.—Scott Faron, 
publicity manager of the Saturday 
Evening Post, has been commissioned 
as Lieutenant (j. g.) in the U. S. 
Naval Reserve. He has been ordered 
to active duty in Washington, D. C. 

Mr. Faron has been affiliated with 
the “Four Freedoms War Bond Show,” 
a promotion built around the Norman 
Rockwell paintings and sponsored by 
the U. S. Treasury Department and 
the Post, and “Tribute to the Uncon- 
querables,” a national promotion re- 
cently sponsored by 280 department 
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stores in honor of the ten occupied na- 
tions of Europe. 





Market Week Scheduled 
For May 


CHIcAGo, ILL.—The Merchandise 
Mart will hold its Fall and Winter 
market May 22 to 27. The program 
for the clinic on infants’ and children’s 
wear which will be held the morning 
of May 23 will include, as in the past, 


some showing of first-step and chil-~ 


dren’s shoes. The presentation of mer- 
chandise will be built around promo- 
tions to show the selling possibilities 








Boston, Mass. — Though Boston’s 
Travel Saving Shoe Show, held May 1 
to 4 at the Parker House, attracted 
fewer merchants than last year, it was 
nevertheless more successful in volume 
of business done. The reason for this 
paradox is that buyers who attended, 
without exception, were there to con- 
tact regular sources of supply while the 
“lookers” — merchants hoping to aug. 
ment their stock by buying outside their 
regular sources—warned by their lack 


| of success at the New York. showings, 


stayed away in large numbers. In this 
sense the show really saved travel ex- 


| pense for the manufacturers’ represent- 


' 
| 


atives and allowed them to contact 
eustomers at one time under one roof. 


| The number of exhibitors — 75 — was 


larger than at any previous show of 
this kind held in Boston. 


More Dressy Shoes Wanted 


Chief complaint on the part of the 
buyers was that they were not allowed 
as many shoes as they would like to 
have ordered, particularly of the light 
and medium light-weight dressy types 
of women’s shoes, for which there is a 
heavy demand throughout New Eng- 
land, centering in industrial communi- 
ties where women war workers ‘who 
wear heavy shoes during their hours in 


| factories, want lighter shoes for dress- 


| up when they step out. 


Despite their 


| increased purchasing power, however, 


these women are reported by merchants 


| to be discriminating buyers both as to 





style and quality. Forced by rationing 
to confine themselves to fewer shoes per 
season, they need durability and de- 
mand a style which will go well with 
almost any dress costume. 


Stocks Found Unbalanced 


This change in buying habits, mer- 
chants say, has led to an over-all un- 
balanced stock condition. Stores selling 
the higher-grade shoes, defined by one 
prominent Boston merchant as $8.95 
and up, have small stocks and may just 
possibly find themselves short of sizes 
unless replacement orders come through 
promptly after the Fall season opens. 
Those selling shoes in the lower and 
volume grades have larger stocks. 

Salesmen report, too, a more marked 
labor shortage in factories making the 
higher grades than in those making 
lower price shoes. The reason for this, 
they explain, is two-fold: workers on 
the higher grade types of footwear gen- 
erally speaking are more skilled and 
are, therefore, more logical candidates 

[TURN TO PAGE 84, PLEASE] 





in an effective tie-up between radio and 
newspaper advertising. 

Mrs. Katherine Ratto, Merchandis- 
ing Counsellor of the building, wil 
again conduct all the clincs to be held 
during this market week. 


Buying Heavy at Boston Show 







a, 
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by one imited in volume by the sustained heavy demands for glove and garment leathers 
s $8.95 
me for vital military needs, Surpass continues to produce fine Kid leathers for civilian 
through 
1 opens. 
yer and i ' 
cs. find the same exacting standards of UNIFORMITY anp DEPENDABILITY that 
marked 
<= have always marked Surpass Leathers. Merchants confident in the Surpass reputation 
making 
‘or this, 
kers on 
ar gen- ° ° : 
led and at the bench and enabling themselves to stand fore-square behind the leathers in the 
ididates 
PLEASE] shoes they sell and fit. 





shoes. In this production for consumer needs, shoe manufacturers and retailers will 


continue to specify these leathers, helping their manufacturer to maintain his quality 


——————— 


dio and 


hand SURPASS LEATHER COMPANY 
be held 9TH & WESTMQRELAND STREETS @© PHILADELPHIA, PA. 
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PROOF THAT CUSTOM CHARACTER NEED NOT BE EXPENSIVE 


IPED THESE NI ROS AIO EL aye * 
The Sioux has more than good looks. 


A decided favorite and sales leader 
since early Spring with Taylor-Made 
dealers and their customers. For 
longer wear we are using Four* 


* Star * Soles ®& with leather heels. 


Compare ‘‘TAYLOR-MADE” 
styling and fitting qualities . . . 
their New England workman- 
ship and famous leathers. ..with 
Shoes selling for as much or 
even more. 


We welcome this comparison. 


iy E-E TAYLOR (oyoration 
275 CONGRESS STREET 
BOSTON.MASS. 
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Retailers, Prepare Now! 


[CONTINUED FROM PAGE 62] 


Let us consider the effect of excessive turnover on sales, 
Chain department stores have been constantly increasing 
their proportion of total department store sales during 
the period from 1929 to 1939, as will be noted by the 
schedule from the Census reports shown in Chart IX. 

The Census Bureau gives no break-down that would 
divulge the figures of any particular store. So I am quot. 
ing in Chart X three large department store chains and 
combination department store and mail order- organiza. 
tions from their own publicized financial statements. 

It will be noted that the increase in the proportion of 
sales of the chains in the department store field is due 
entirely to the growth of just three large chain organiza- 
tions. There has been developing in recent years a similar 
growing concentration of business into a very few large 
chain organizations in many other retail fields. I shall 
later discuss this trend, at which time I shall point out 
changes in methods of operation in some trades that have 
resulted in a decentralization of sales into smaller organi- 
zations and stores. 

While these three large organizations included in the 
above chart have a different merchandise set-up in some 
respects than the average independent department store, 
it is significant that the average sales to stock ratio of 
these three organizations was 5.2 in 1939, while the same 
average ratio of the independent department stores was 7.3. 

There are, of course, many reasons responsible for the 

growth of large chains. But one reason is the fact that 
they do not, as a rule, carry turnover to the same extreme 
zs do many of their competitors. Whether an organiza- 
tion be large or small, the most efficient method of increas- 
ing turnover is to reduce the number of prices and styles, 
and to eliminate departments or kinds of merchandise of 
which the amount of sales is so low that the store is not 
able to profitably maintain an adequate stock. But many 
stores attempt to attain excessive rates of turnover with- 
out making these necessary corrections. On the other hand, 
most successful chains confine their business to a more 
limited range of prices and kinds of merchandise, which 
enables them to maintain more complete size schedules and 
assortments. 
. Let us again consider the customer's reaction to this 
subject of turnover. She is not concerned with turnover 
as such, or with any of the other $64 terms that we retail- 
ers consider so important. But she places at the top of 
her shopping list stores that can properly fit her at all 
times of the year, and stores that constantly offer her a 
reasonable selection in the kind of merchandise that she 
prefers. I shall later quote some facts that seem to indi- 
cate this to be a more important consideration with most 
customers than even price. Whether stores be large or 
small, independent or chain, I believe that the most impor- 
tant factor that is responsible for the growth of successful 
retailers is the maintenance of adequate stocks. 

There has been much recent discussion concerning the 
dislocation of business when the Army releases its surplus 
inventories. Many retailers also fear that a sudden ter- 
mination of hostilities will create severe inventory losses 
on their “ersatz” merchandise when the WPB releases its 
restrictions. 

However, there is every indication that we shall do 4 
far more constructive job in both respects after this war 
than after the last war through a more gradual demobilizs- 
tion of our armed forces. and a more gradual release of 
surplus war materials and government controls. 

Next Chapter: “Why Retail Costs Have Increased.” 
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Army Places Another Big Boot Order 


Boston QMC Announces Contract Awards Covering Manufacture of 
3,770,000 Pairs by 47 Companies—Felt Socks, Nylon Laces, 
Composition Taps and Rubber Heels Also Contracted For 


Boston, Mass.—Contracts to manu- 
ture 3,770,000 pairs of Army service 
combat boots have been awarded, it 
was announced recently at the Boston 
Quartermaster Depot. Of this large 
quantity, 35 per cent are to be made 
in New England factories, 39 per cent 
in the Mid-West, 15 per cent in the 
New York-Pennsylvania area, and the 
balance, 11 per cent, in Southern fac- 
tories. Awards are as follows: 

International Shoe Co., 600,000 pairs; 
Endicott-Johnson Corporation, 530,000; 
J. F. McElwain Co., 315,000; Brown 
Shoe Co., 300,000; General Shoe Cor- 
poration, 264,000; Charles A. Eaton 
Co., 120,000; Weyenberg Shoe Manu- 
facturing Co., 120,000; Freeman Shoe 
Corporation, 108,000; Craddock-Terry 
Shoe Corporation, 75,000; J. F. Cor- 
coran Shoe Co., 65,000; Perry-Norvell 
Co., 64,000; Albert H. Weinbrenner 
Co., 62,000; Belleville Shoe Manufac- 
turing Co., 60,000; Allen-Squire Co., 
60,000; Holland-Racine Shoes, Inc., 60,- 
000; R. P. Hazzard Co., 60,000. 

E. J. Givren Shoe Co., 45,000; Hub- 


‘bard Shoe Co., 45,000; Shelby Shoe Co., 


45,000; Milwaukee Shoe Co., 45,000; 
Mid-States Shoe Co., 45,000; John E. 
Lucey Co., 45,000; Doyle Shoe Co., 42,- 
000; Leonard & Barrows Shoe Co., 
42,000; The William Brooks Shoe Co., 
36,000; Field & Flint Co., 36,000; 
George E. Keith Co., 36,000; J. Landis 
Shoe Co., 34,000; G. P. Crafts Co., 
30,000; Wall-Streeter Shoe Co., 30,000; 
John A. Frye Shoe Co., 30,000; Gar- 
diner Shoe Co., 30,000; Daly Bros. Shoe 
Co., 30,000; Knapp Bros. Shoe Mfg. 
Co., 30,000; Hill Bros. Co., 30,000; 
Commonwealth Shoe & Leather Co., 
30,000. 

Bridgewater Workers Co-Op. Asso- 
ciation, 24,000; Milford Shoe Co., 19,- 
000; J. M. Connell Shoe Co., 18,000; 
A. S. Kreider Shoe Mfg. Co., 18,000; 
Jung Shoe Mfg. Co., 18,000; Red Wing 
Shoe Co., 18,000; Farmington Shoe 
Mfg. Co., 16,000; M. A. Packard Co., 
12,000; Chippewa Shoe Mfg. Co., 12,- 
000; Edwin Clapp & Son, Inc., 8,000; 
G. H. Bass Company, 8,000. 
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Miscellaneous awards announced at 
the same time include 1,275,000 pairs 
of 40-inch nylon laces, 317,000 pairs 
of felt socks, 9,000 pairs of knee-length 
rubber boots and 210 pairs of parachute 
jumpers’ boots. Of the felt socks, 100,- 
000 pairs are to be made by Holmes, 
Stickney & Walker, Inc.; 100,000 by the 
Wiley-Bickford & Sweet Corporation; 
72,000 by the Rasmussen Shoe Com- 
pany; 33,000 by the Grosvenor Shoe 
Co., and 12,000 by Northeastern Prod- 
ucts, Inc. The parachute jumpers’ 
boots are to be made by the R. P. 
Hazzard Co., and the rubber boots by 
Converse Rubber Co., 6,000 pairs; and 


LaCross Rubber Mills Co., 3,000. 

Other awards include 252,463 pairs 
of rubber composition taps and 13,248,- 
209 pairs of black rubber heels. 


Resumes Collingwood 
Connection 


CuHicaco — Sam G. Solomon, well- 
known shoe salesman for metropolitan 
Chicago, is again representing the Col- 
lingwood Shoe Co., of Endicott, N. Y., 
supplying the jobbers and volume 
trade. Mr. Solomon maintains a per- 
manent sample réom in the Security 
Building in Chicago. 


Loeb Buys Kreiger Store 


Warts, CaLir. — Harry Loeb has 
bought the Kreiger Shoe Store located 
at 1711 E. 103rd St. Previously Loeb 
was with Karl Shoe Co. for 13 years. 








Executive officers of shoe, leather and allied trades associations met at the Roose- 
velt Hotel in New York May 5 to discuss a number of matters of common interest, 
including plans for further meetings to be held at regular intervals in the future. 
Members of the group, as shown in the above photograph, left to right, are as 
follows: Seated William W. Stephenson, executive vice-president, National Boot and 
Shoe Manufacturers Association; L. E. Langston, executive vice-president, National 
Shoe Retailers Association; Benjamin Seligman, general counsel for the National 
Association of Popular Price Shoe Retailers, Inc.; |. Hoffenberg, president, Stitchdown 
Manufacturers Association; Edward Atkins, executive secretary, and I. M. Kay, presi- 
dent, respectively, of National Association of Popular Price Shoe Retailers. Stand- 
ing: V. David Lawrence, executive director, Shoe Manufacturers Board of Trade o1 
New York, Inc.; Maxwell Field, secretary, and Louls H. Salvage, president, New 
England Shoe and Leather Association; Morgan Grossman, president, Shoe Manu- 
facturers Board of Trade of New York, Inc.; Harold R. Quimby, secretary, National 
Boot and Shoe Manufacturers Association; Carl S$. Whitttier, secretary, Last Manu- 
facturers Association; A. Myles Burton, secretary, St. Louis Shoe Manufacturers 
Association; Merrill A. Watson, executive vice-president, Tanners Council of Amer- 


ica; Owen W. Metzger, president, National Shoe Retailers Association. 
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Record Sales Volume at Dallas Shoe Show 


Heavy Registration and Large Demand Reported at Showing of 
Southwestern Shoe Travelers’ Association in Dallas. 
Some New Accounts Added. 


DALLAS, TEX.—Against the depres- 
sive influence of torrential rains for 
nearly a week, -which had damaged 
roads, rails and communications and 
caused many retailers to stay away, 
the 30th semi-annual shoe show of the 
Southwestern Shoe Travelers’ Associa- 
tion rolled up a banner registration in 
excess of 1000 to view the lines of 165 
exhibitors, largest number in history 
for this show, and booked orders of 
record-breaking proportions. These 
retailers were here from Mississippi to 
Arizona across country, and Kansas 
from the north. Nine states were rep- 
resented. Although the shows were 
scheduled to open on Tuesday, many 
arrived on Sunday, and by Monday 
night there were nearly 1000 regis- 
trations. 

Show was held in two hotels, Adol- 
phus, headquarters, and Baker for over- 
flow. Women’s and children’s lines 
were shown in the Adolphus and men’s 
lines in the Baker. In the Adolphus 
there were 125 lines, while the Baker 
had 40 lines. 

Many exhibitors booked up to 85 per 
cent and 90 per cent of their accounts 
for Fall orders, with demands gener- 
ally over allowances. Such a crush of 
business was offered for three days 
that it was almost impossible for the 
representatives to give close detailed 
attention to each buyer. 

Some lines took a moderate number 
of new accounts, and in extreme con- 
ditions retailers dated as far as pos- 
sible. Notwithstanding the fact that 
a cooperative spirit was manifest all 
along the line, hundreds of merchants 
who came in the hope that they would 
find new sources of supply returned 
home disappointed. 

No entertainment 


features were 





Dates to Remember 


Midwest Shoe Travelers’ Show, Pax- 
ton Hotel, Omaha, Neb. 
May 21, 22, 1944 
‘all Showing, Michigan Shoe Trav- 
elers’ Club, Pantlind Hotel, 
Grand Rapids, Mich. 
May 21, 22, 23, 1944 
Pacific Northwest Shoe Show, Port- 
land, Oregon. May 28, 29, 30, 1944 


Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, Mor- 
rison Hotel, Chicago, Ill. 
May 29, 30, 1944 
Buffalo Shoe Show, Hotel Statler, 
Buffalo, N. Y. June 11, 12, 1944 
National Shoe Fair, Palmer House 
and Morrison Hotel, Chicago, Ill. 
October 30, 31, November 1, 2, 1944 
lowa Spring Shoe Show, Iowa Na- 
tional Shoe Travelers’ Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, Ia. November 12, 13, 1944 





held. There was considerable senti- 
ment against play in wartime. This 
policy, however, is believed to have 
been reversed for the regular conven- 
tion to be held in November, probably 
in Fort Worth. In the interim, a spe- 
cial show will be held in Dallas July 11- 
12-18 for jobbers who did not have 
their lines for the May show. About 
35-40 exhibitors are expected for this 
July event. 

As summarized by Louis G. Katz, 
vice-president, and J. L. Sullivan, sec- 
retary-manager, this show was the 
most successful held so far in num- 
ber of exhibitors, registered merchants, 
volume of business done, and strength- 
ening of business relationships. 





M.A.S.R.A. Directors and 
Committee to Meet 


YorK, Pa.— President Mose Leibo- 
witz, of the Middle Atlantic Shoe Re- 
tailers Association, has notified the 
directors and members of the Conven- 
tion Management Committee that the 
annual meeting of diregtors and com- 
mittee will be held Sunday, May 28, at 
2 P. M., in the Yorktowne Hotel here. 

Business will include a detailed state- 
ment of the last convention, annual re- 
ports for the fiscal year, selection of 
city and dates for 31st annual conven- 
tion and exhibition, committee appoint- 
ments for current year, association ac- 
tivities, president’s recommendations 
and new business. 


Open Men’s Store 


FRESNO, CALIF.—Devlin’s Shoe Den 
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opened an exclusive men’s store here, 
recently, featuring nationally adver- 
tised brands. The original Devlin’s 
Shoe Den, under the directorship of 
Jack Devlin, is in Stockton, Calif. An- 
other store is located in Sacramento. 
Chester Denison will be manager. 





Leases West Coast Sales Office 


Los ANGELES, CAL.—The W. L. Doug- 
las Shoe Co. has opened a suite of of- 
fices to care for its West Coast business 
during the post-war era. 

T. J. Callahan, sales manager, on his 
recent visit through the Pacific Coast 
area, leased new, modern offices for all 
Douglas lines in the Haas building, 
here. 

R. H. Peek, West Coast manager for 
the company, will be in complete charge 
of all company business for the entire 
Denver West area. 





Fifty Salesmen Attend 
Sales Conference 


MANCHESTER, N. H. — With A. B, 
Fletcher, vice-president of Internationa] 
Shoe Company, as guest of honor, ex- 
ecutives and salesmen for the Sundial 
Shoe Company, division of Interna- 
tional, held an enthusiastic sales rally 
and conference here recently. Approxi- 
mately fifty salesmen were in attend- 
ance. 

Features of the convention included 
conducted tours of the manufacturing 
units, including, among others, three 
shoe factories operated by the company, 
heel factory, welt factory, tannery and 
sole cutting plant, as well as the well- 
planned warehouse. The tour was in- 
terrupted on the first day by lunch and 
resumed during the afternoon, followed 
by dinner and entertainment. 

The second day of the convention was 
spent in conference with speeches by 
Mr. Fletcher; J. A. Urquhart, Eastern 
general manager; S. K. Bruce, general 
sales manager, Eastern Division; F. W. 
Cote, general factory superintendent, 
Eastern Division; F. H. Tibbets, man- 
ager, Eastern Sole Leather Department, 
and C. H. Laramy, manager, Eastern 
Upper Leather Department. 

Conferences with department man- 
agers were the last items on the pro- 
gram. These are general manager, E. 
J. Gormley; credit manager, W. H. 
Schmidt; advertising manager, J. L. 
Young; female merchandise manager, 
J. L. Grue, who introduced E. C. Poehl- 
man, women’s shoe stylist; male mer- 
chandise manager, S. W. Hollis, who 
introduced L. H. Auclair, men’s shoe 
stylist, and sales manager, M. P. 
Gaddis. 


Large Showing in Des Moines 


Des MoInes, 1A.—A large number 
of exhibits are on display at the Iowa 
Fall Shoe Show now being held at the 
Hotel Fort Des Moines. Through the 
co-operation of the Iowa National Shoe 
Travelers’ Association and the Iowa 
Shoe Retailers, the Fair promises to be 
even more successful than past events. 

Visiting merchants and traveling 
men will be the guests of the retailers 
at a noon luncheon to be held at the 
hotel. At the same time, the Chan- 
ber of Commerce will be host to the 
wives of the retailers at Younker’s Tea 
Room. R. J. Clarey of OPA will be 
present at the show to help merchants 
with their ration problems. 


Resigns from 
Sommer & Kaufmann 


San FRANCISCO, CALIF.—R. J. Gross- 
man has resigned as buyer of sport 
and children’s shoes at the Sommer & 
Kaufmann organization after serving 
in that capacity for some 21 years. No 
definite plans have been made for the 
immediate future by Mr. Grossman, 
other than considering offers to repre- 
sent factories on the West Coast. 








Boot and Shoe Recorder 








workir 
Jr., wl 
factur’ 
Mr. 
Louisi: 
versity 
ing hi: 
His fir. 
the Vi: 
1935, I 
for thi 
all hir 
and th 
State 
1985 te 
neer of 
ing Co 
Johnso 
enginee 
and lat 
in Dee: 
fore co 
Rodenb 
agemer 
consult 
manufs 


N.A.D 
Displ: 
BRON 
proved 
moting 
front. 
and to 
Nation: 
tries is 
display 
N.A.D.] 
will be 
over 10 
of less 
both cl: 
Ist pri: 
prize, ¢ 
to 12th 
U. S. V 
The | 
and all 


May 15, 


A. B, 
ational 
or, ex- 
Sundial 
nterna- 
s rally 
pproxi- 
attend- 


icluded 
eturing 
, three 
mpany, 
ry and 
e well- 
vas in- 
ch and 
yllowed 


on was 
hes by 
Jastern 
reneral 
F.W. 
ondent, 
» man- 
‘tment, 
astern 


| man- 
ie pro- 
rer, E. 
W. H. 
I. LB 
ager, 
Poehl- 
e mer- 
3, who 
s shoe 
Mw. K 


oines 
umber 
> Towa 
at the 
gh the 
11 Shoe 

Iowa 
s to be 
events. 
iveling 
tailers 
at the 
Cham- 
to the 
"s Tea 
will be 
chants 


Gross- 
sport 
mer & 
erving 
ts. No 
or the 
ssman, 
repre- 


corder 











Free Joins Joyce, Inc. 


PASADENA, CAL.—Joyce, Inc. has an- 
nounced the appointment of Charles H. 
Free as assistant production manager, 





CHARLES H. FREE 


working directly under W. H. Joyce, 
Jr., who is in charge of over-all manu- 
facturing operations. 

Mr. Free was born in West Monroe, 
Louisiana. He attended Purdue Uni- 
versity, graduating in 1931 and receiv- 
ing his professional engineer’s licen:e. 
His first job after graduation was with 
the Vincennes Steel Corporation. Until 
1935, Mr. Free built roads and bridges 
for this company, being responsible for 
all hiring, the purchase of material, 
and the construction of the project to 
State and Federal approval. From 
1985 to 1940 he was Production Engi- 
neer of Sunbeam Electric Manufactur- 
ing Company. From there he went to 
Johnson & Johnson as chief industrial 
engineer, first of the Gas Mask Division 
and later of the: Oak Ordnance Plant 
in Decatur, Illinois. His final job be- 
fore coming to Joyce was with Dailey, 
Rodenbeck and Schreiber, Chicago man- 
agement engineers. Here he acted as 
consultant engineer, collaborating with 
manufacturers in post-war planning. 





N.A.D.I. Announces Window 
Display Contest 


Bronson, MicH. — Display has 
proved to be a powerful factor in pro- 
moting the war effort on the home 
front. To stimulate patriotic displays, 
and to promote the 5th War Loan, the 
National Association of Display indus- 
tries is announcing a $3000 window 
display contest, sponsored jointly by the 
N.A.D.I. and Display World. Prizes 
will be given in two classes: for cities 
over 100,000 population, and for cities 
of less than 100,000 population. In 
both classes, the prizes, are identical; 
Ist prize, $500; 2nd prize, $300; 3rd 
prize, $200; 4th prize, $100; and 5th 
to 12th prizes, $50. (All Prizes in 
U. S. War Bonds). 


The contest closes July 20th, 1944, 
and all photographs of windows must 
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B el; laire 


THE FOOT STIMULATING SHOE 


Will She Come Back For 
ANOTHER PAIR? 


. . 


Of course she will, if you fitted her to Bellaire 

shoes for Bellaire’s three proven features give such 

comfort that wearers come back again and again 

and bring their friends. 

We, at the Bellaire factory, know that our future 

and yours depends on repeat sales—that's why we've 
made Bellaire’s much more 
than ordinary feature shoes. 


BELLAIRE SHOE COMPANY 


PORTLAND, 


TULMES 


MAINE 


STICKNEY. WALKER. INC 








be received by midnight of that day 
by the War Bond Contest Committee, 
eare of Display World, Cincinnati 1, 
Ohio. 

All window displays are eligible if 
devoted to the 5th War Loan and if 
installed during the official period of 
the drive, June 12 to July 8. More than 
one photo may be submitted, but a con- 
testant is eligible for only one award. 

Photos must be 8 x 10 inches, with 
identification on the back only, giving 
name of contestant, name of store, 
complete address and dates when win- 
dow was on view to public. All photos 
become property of the Contest Com- 
mittee. 


Awards will be issued to the store’s 
display manager, and the decisions of 
the judges will be final. Judges are: 
Commander Edward J. Steichen, 
U.S.N., Washington; Walter K. Nield, 
Young and Rubicam, Inc., New York 
City; Lew Hahn, N.R.D.G.A., New 
York City; Irma Ericsson, Shulton, 
Inc., New York City; and R. C. Kash, 
Editor, Display World, Cincinnati. 

There are five official slogans and 
themes for the 5th War Loan; 1. 
Fight By His Side; 2. Do More Than 
Before; 3. Join the Fight; 4, Buy 
More Than Before—in the 5th War 
Loan; 5. Buy More Than Double What 
You Did Before. 
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ONE-PIECE PLASTIC MOLDED, a ARE THIN, FEATHERWEIGHT, FLEXIBLE, 


WATERPROOF AND ADJUSTABLE. 


HEY LOOK, FEE 
THEY MAY BE SOLD WITH CONFIDENCE BECAUSE THEY EMBODY THE COR- 
RECT PRINCIPLES FOR gp ARCH RELIEF. THEY HELP MAKE SHOES 


FIT, FEEL AND WEAR BE 


ACTIVATORS for men, women and children retail at $5.00 per pair 
AN ACTIVATOR DEPARTMENT WILL MAKE YOUR STORE A 
CENTER OF FOOT COMFORT SERVICE 
FIFTY MILLION POTENTIAL ACTIVATOR BUYERS 
WILL VISIT YOUR STORES THIS YEAR 


ALL arch sufferers seek relief FIRST in retail | 
shoe stores. They expect the full cooperation 





ACTIVATORS ARE 
SCIENTIFICALLY 
DESIGNED TO KEEP 
THE 26 BONES OF 
THE FOOT IN PER- 
FECT ALIGNMENT. 
profitable 





of the shoe fitter to whom they confidently 
present their foot problems. They depend on 
his experience in foot guidance for expert 
advice and relief from painful arch conditions. 
lf you are awake to the public's increasing 
demand for arch relief investigate the highly 
possibilities of an 
FRANCHISE in your community. 


DETAILS ON REQUEST 


ACTIVATOR COMPANY 


35 South Sth St., 


L AND ACT DIFFERENT. 


a4. 


Right from the heart of old Sweden are | 
these Gay “Swedish Ties” — threaded thru | 
“PERFECT ROCKER” WOODEN SOLES— | 
they are designed to give perfect balance. | 


Colorful, lightweight, they do not slap at the | 
heel or bind the ankle. | 


Sizes for women, misses and children. 
Write for circular 
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ACTIVATOR 








Reece Wooden Sole Shoe Co. 


Columbus — Nebraska 
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Minneapolis, Minn. 





Jack Slattery Retires with Honors 


NEWARK, N. J.—John W. Slattery, 
president of Johnston & Murphy, is 
retiring, effective June 1. He is na- 
tionally known by both shoe manufac- 
turers and retailers. 

Mr. Slattery was born in East Wey- 
mouth, Mass., and started his career 
at Canterbury & Haskel’s by learning 
all phases of shoemaking, even to last- 
ing peg boots. From there he went 
to M. C. Dizers, to M. Sheey’s, John 
Carrol’s and to Edwin Clapp & Sons, 
Inc. At the age of twentv he had to 
decide between continuing as a profes- 
sional baseball player or a shoemaker; 
he chose the latter. In 1905 he accept- 
ed a call as foreman at Johnston & Mur- 
phy. Within a short time he became 
superintendent and started to visit the 
retail dealers with the salesmen. In 
this way he traveled to almost all of 
the important cities of the country. 

His next promotion was to vice-presi- 
dent. After George D. Gleason, presi- 
dent, became inactive, he was made 
president of the firm in 1936. Mr. 
Slattery is proud that he came up the 





JACK SLATTERY 


hard way, learning the business, both 
hand and machine work. He is still 
hale and hearty after sixty years of 
shoemaking, forty of them with Johns- 
ton & Murphy, and likes to sign him- 
self, “Jack Slattery, Shoemaker.” 





Shoe Man’s Son Home 
From South Pacific 


Cuicago, ILL.—John Ursin, son of 


76 


George Ursin, shoe retailer, here, was 
home for a visit recently after being 
in the Southwest Pacific area for two 
years. He is in the Army Signal Corps. 





Shoe Travelers’ Association 


Changes Name 


Los ANGELES, CALIF. — Henceforth 
the Shoe Travelers’ Association of Los 
Angeles will be knonw as the West 
Coast Shoe Travelers’ Associates. This 
was decided at a meeting of the travel- 
ing men held in their new quarters in 
the Haas Building. It was also decided 
to remain affiliated with the N.S.T.A. 

The following have been appointed 
chairmen of various committees: 
finance, E. B. Steere, J. P. Smith Shoe 
Co.; hotels, E. T. Reedy, I. Miller & 
Sons; transportation, Robt. G. Fithian, 
Curtis, Stephens, Embry, Gerberich 
Payne Shoe Co.; shoe mart housing, 
R. B. Cooper, Stetson Shoe Co.; mem- 
bership, Ot. Launer, J. P. Smith Shoe 
Co.; entertainment, Hal Long, General 
Shoe Corp.; publicity, H. Pearse New- 
ell, Swankies, Inc. 

President Harry J. Evans, Secretary 
Carl O. Johnson and the board of diree- 
tors were authorized to study and dra¥ 
up rules and by-laws for the guidance 
of the organization. 

Guests at the meeting included E. A. 
Fargo, Jr., sales maiuager of the Hey- 
wood Boot and Shoe Co., Worcester, 
Mass., and W. J. Ahern, San Francisco. 

This rejuvenated shoe travelers’ a* 
sociation now boasts of a total paid 
membership amounting to 10 per cent 
of the parent N.S.T.A. 
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Fuqua Leaves General 
Shoe—for Army 


NASHVILLE, TENN. — Tom Fuqua, 
sales manager for the Fortune-David- 
son division of General Shoe Corpora- 





TOM FUQUA 


tion in Nashville, has quit selling shoes 
for the duration—at the request of 
Uncle Sam. Tom boarded a train re- 
cently for Camp Shelby, Miss., as a 
private in the Army. 

Tom has been with General Shoe 
since 1936, where he first worked in 
the advertising department. Previously 
he had been on one of the Nashville 
newspapers. He became sales manager 
two years later. He is 34 years old, 
married and the father of two children. 

Since taking over the sales manager- 
ship of Fortune-Davidsen, Tom has 
built it into one of the most important 
divisions of General Shoe and is exceed- 
ingly popular with all his salesmen. 
During his stretch in the Army, his 
work as sales manager will be shoul- 
dered by his boss, Earl T. Bumpous, 
General Shoe vice-president in charge 
of sales divisions. 


Philadelphia Guild Endorses 
Geuting Rationing Statement 


PHILADELPHIA, PA.—-The Philadel- 
phia Shoé Merchants’ Guild held their 
44th meeting recently et the Adelphia 
Hotel, here. Among those present 
were: T. Dun Belfield, Steigerwalt 
Boot Shop, president of the association; 
A. H. Geuting, Geuting’s, vice-presi- 
dent; F. R. Lockhart, Claflin’s, secre- 
tary and treasurer; M. Harper, Walk- 
Over Shoe Co.; M. Dalsimer, S. Dal- 
simer & Sons; L. Claflin; F. W. 
Rochelle, Dewees; S. C. Berger, Dr. 
Locke Shoe Shop. 

The most important transaction 
which took place at the meeting was 
the Guild’s endorsement of the view- 
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FOR 72 CONSECUTIVE YEARS! 


When we say that Krippendorf Foot Rest Shoes are 
quality shoes, we have 72 years of shoe manufacturing 
behind that statement. Anyone can talk quality. But he 
can’t talk it for 72 years unless be bas it. 


Even this wartime period has seen no reduction in the 
quality of Krippendorf Foot Rest Shoes. They're made 
of the same fine materials and with the same fine work- 


ay 1 
war. 
war is won! 


Krippendorf Foot Rest Shoes—one price range, 
one brand, one quality—will never dis- 
appoint either you or your customers, and 
in the highly competitive postwar market 
they will more than hold their own. 


THE KRIPPENDORF-DITTMANN CO. 


CINCINNATI, OHIO 


Hew York Showroom: Marbridge Building 


$G-95 . $'7-95 


(Slightly higher 
weat of Denver) 


that distinguished them before the 
nd will distinguish them when this 
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% Nationally advertised in Good Housekeeping, Ladies’ Home Journal, Woman's 
Home Companion, Mademoiselle, and Vogue. 








point on the value of rationing by Mr. 
Geuting, who is also a member of the 
National Shoe Retailers’ Advisory 
Committee, expressed in his recent let- 
ter to Owen W. Metzger, president of 
the National Shoe Retailers’ Associa- 
tion. His letter ran: 

“Ever since shoe rationing was in- 
stituted, there has been an endeavor 
on the part of chain stores to base the 
rationing on price. In that they want 
one stamp to be able to buy two pairs 
of shoes on account of their lower 
price, and to put it another way, they 
want to have people give up two stamps 
for a pair of higher grade shoes. Ra- 


tioning as I have always understood 
it was to economize on leather, shoe- 
making, manpower, etc. Unless the 
purpose is carried out, what good is 
rationing? To carry that argument a 
little further I would not hesitate to 
say good shoes will outwear cheap 
things on the basis of two ta one. 
Therefore the government’s purpose of 
conservation of leather and labor 
would be defeated by giving chap 
shoes advantage on the rationing sys- 
tem. 

“This is my version of the proposi- 
tion and you may use it as you see 
fit.” 
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Designers and manufacturers of 
quality lasts for 34 years. Use 
Vulcan “Controlled Measure- 
ment" lasts for better fit and 
better -style in all sizes and 
widths. 


General Offices: PORTSMOUTH, OHIO 


LAST PLANTS HEEL PLANTS 
Portsmouth, Ohio Brockton, Mass. Portsmouth, Ohio Effingham, il. 
Johnson City, N. Y. St. Louis, Mo. Johnson City, N. Y. Rochester, N. Y. 


LUMBER MILLS: Antigo, Wis.; Donken, Mich. 



















All Out in Gift Drive for Service Men — Whites in Demand 
At Buffalo Show 


BuFFALO, N. Y.—The Buffalo Shoe 
Travelers’ Association held its Jobbers 
and Manufacturers’ Shoe Show in 
Hotel Statler, here, recently. It was 
considered a successful: show. There 
were some forty exhibitors and about 
400 retailers in attendance. These 
came from several cities—Syracuse, 
Rochester, Jamestown, Niagara Falls, 
Toronto, and others. The Canadian 
buyers were interested in unrationed 
shoes and in studying all the different 
styles and materials used. 

Showings consisted mostly of Sum- 
mer whites, in buck and kid, of play 
shoes and of Summer brown and white 
shoes. 

Both buyers and manufacturers said 
that business has been good, ever 
though the better grades of’ merchan- 
dise are hard to get. Money is plentiful 
and the popular demand for high 
colored shoes for Summer has helped 
sales greatly. They are considered 4 

Employees of the office and factory of The Scholl Mfg. Co., Inc., Chicago, con- “must” by women who are fastidious 
tributed this huge pile of gifts, including cakes cookies cigarettes, efc., to the about their dress accessories. Patent 
famous Chicago Service Men's Centers. The drive was the brainchild of Bud ‘¢athers are also in demand and, 4 
Miller, an employee of the advertising department, and was announced to the with the yon tae a other — 
p€rsonnel through the columns of the monthly house organ and by means of mimeo- SS Se Sa See 


short season, but heavy buying of white 
graphed bulletins. it was also mentioned several times over the loud speaker <hoes is anticipated. £007 eine 


system which covers the factory. Result, about 600 packages of cakes, cookies Arrangements have been made with 
and other eatables, 97 cartons of cigarettes, besides numerous books, magazines, Hotel Statler, Buffalo, to hold the next 
games and other items for the service men who visit the Chicago centers. Shoe Show on June 11-12, 
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Also available: 


“SMART STEPS" 
“TRED-LITE" 
“GRADUATE NURSE” 
“STURDEE-STILE" 








Milwaukee 





FOR SALE— 


Modern Miss 


TRADE NAME AND MARK 


NATIONALLY ADVERTISED 


Here's a chance to acquire a widely known, 
highly regarded, and long lived shoe name, 
familiar to consumers the country over. 


All names registered in U. S. Patent Office 


HUTH & JAMES SHOE CO. 
224 W. Washington St#. 
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Wis. 























American shoes were displayed in this Walk-Over Shoe Shop, in London linking up 
the past with the present. 


BRockTON, Mass.—A clever display 
idea was recently worked out in the 
display windows of the Walk-Over shoe 
store at 351 Oxford Street, London. 
The Walk-Over trade-mark was used as 
a set piece in the center, with display 
cards above and on either side. 
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Top oval card above reads: “We ap- 
preciate the patience of our patrons in 
waiting for the day when they can 
again wear AMERICAN WALK-OVER 
shoes.” 

Pediment above Walk-Over figure 
read: “When this WALK-OVER trade- 














F-17C 






“PLASCOV” 
FINISHED 
HOSIERY FORMS 





* 






A HOT DISPLAY 
ITEM RIGHT NOW 









F-16C 


Darling presents a new highly durable cast hosiery form, 
finished with an exclusive process which protects against 
breakage, chipping, and wear. Exquisitely modeled and 
in the newest flesh tone. Adds sheerness and 


sales appeal to wartime hosiery. (F-18C, $3.85 each. 
F-17C, $4.60 each. F-16C, $5.75 each. All complete with 
base.) L. A. Darling Co., Bronson, Mich. ... New York 
Office and Display Rooms, 735 Marbridge Building. 


a 
lA 


DARLING | 


The Name To Think Of FIRST In Display 





mark was originated this was the style 
of men’s informal evening suits.” 

Left panel read downwards: “Women 
wore button boots, lonk skirts and ‘pic- 
ture hats.’ The old Princess Theatre in 
Oxford Street (opposite Poland Street) 
was still presenting melodrama. Horse 
buses and trams were still running. The 
Metropolitan Railway was still operat- 
ing steam trains underground.” 

Right panel read downwards: “Most 
domestic lighting was gas and oil 
lamps. The predecessor to the phono- 
graph was a cabinet, similar to a wire- 
less set, fitted with interchangeable 
discs, rotated by a handle and produced 
wheezy tunes. Captain Spencer was fly- 
ing balloons and hadn’t dreamt of the 
Flying Fortress. Blondin was walking 
the high tight rope.” 

Small card on platform from right 
panel: “England was beginning to 
know the continued joy of wearing 
WALK-OVERS, and consistent fertile 
invention has made them the shoes they 
are today.” 

Stuart Whattoff, general manager of 
Geo. E. Keith British Stores, Ltd., 
wrote: “Mr. Dore, our display man, 
originated the idea of linking up the 
past with the present in this manner. I 
think it quite a good idea, and must say 
it is drawing much attention. This was 
first displayed at our 227 Oxford Street 
store (where WALK-OVER shoes were 
first brought in this country) and later 
transfererd to 851 Oxford Street.” 
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BOWLING SHOES 















~~ e 
$ 5 ASCO 
e BOWLING SHOES 
up and OXFORDS 
@ STYLES IN STOCK 
IMMEDIATE DELIVERY 


All reg. combination soles 
Right foot rubber sole 
foet leather sole 


FEATURING 
NO-MARK SOLES 


ARNOFF SHOE CO.,INC., 101 Duane St#.,N.Y.C 
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SHOE DRESSINGS 
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The 
Original 
Stain 
Polish 
(In Jars) 


CLEANS 
DYES 
PRESERVES 
OILS 
BRILLIANT SHINE 


Favored by the Armed Forces 
Sold by the Shoe Trade 


CAVALIER COMPANY 


BALTIMORE, MARYLAND 




















WESTERN BOOTS 





APPROVED UTILITY STYLE 
GENUINE GOODYEAR WELTS 






$ 95 ® SOLID COLOR 
® ALL BLACK or 
© ALL BROWN 


FANCY 
EMBOSSING 






No. SIZES 6-12 
3820 





ARNOFF SHOE CO.,INC.,101 Duané S?#.,N.Y.C 








Obituaries 





John Adams Faulkner 


LYNCHBURG, VA. John Adams 
Faulkner, president of Craddock-Terry 
Shoe Corporation and prominent citi- 
zen, church and civic leader of Lynch- 





JOHN A. FAULKNER 


burg, died April 29, following a short 
illness. He was 72 years of age and 
had been connected with Craddock- 
Terry since 1934, when he became vice- 
president and treasurer. He was also 
president of Knight-Snead Company 
and a director of the People’s National 
Bank. 

Mr. Faulkner was former treasurer 
of St. Paul’s Episcopal Church and was 
one of the leading Episcopal laymen in 
the diocese. He was a director of the 
Chamber of Commerce and of the Y. M. 
C. A., a member and former president 
of the Rotary Club and former secre- 
tary of the Sphex Club. He held mem- 
bership also in the Masons and the Elks 
Club. 

Beginning his career as a newspaper 
man, Mr. Faulkner worked on the staff 
of the Lynchburg Daily Virginian, first 
as reporter and later as business man- 
ager. In 1892 he became a deputy col- 
lector for the Internal Revenue Depart- 
ment. He studied law and in 1896 be- 
came associated with his brother-in- 
law, the late Alfred B. Percy, in the 
practice of law. He was vice-president 
and treasurer of Beasley Shoe Com- 
pany from 1909 until 1918. Later he 
was treasurer, vice-president and presi- 
dent successively of the Suhling To- 
bacco Company. He was connected for 
short periods with both the Southern 
and Norfolk and Western Railway pas- 
senger services. 

Mr. Faulkner leaves a widow. Mrs. 
Elaine Carwile Faulkner, to whom he 
was married in August, 1936, and three 
daughters, Miss Anne Faulkner, Mrs. 
Lunsford L. Loving and Mrs. William 
S. Knight, children of his first wife, the 
former Marian Tucker Clark, whose 
death occurred 14 years ago. Surviv- 
ing him also are two sisters, Mrs. Julia 
Faulkner of Baltimore and Mrs. Alfred 





B. Perey of Lynchburg; a_ brother, 
Colonel William S. Faulkner, U. S. A, 
retired, San Antonio, Tex., and four 
grandchildren. 

Funeral services were conducted May 
1 at 11 o’clock in St. Paul’s Episcopal 
Church. Burial was in Spring Hill 
Cemetery. 

Lynchburg daily newspapers pub- 
lished editorials eulogizing the char- 
acter of Mr. Faulkner and stressing 
the value of his leadership in the life 
of the community. 


Daniel W. Field 


BROCKTON, MASs. Daniel Waldo 
Field, retired shoe manufacturer, who 
founded the company which later be 
came the Field & Flint Company, died 
at his home here recently at the age of 
89. A man of varied business interests, 
he was at one time the active head of 
eight successful enterprises. With a 
social philosophy far ahead of his times, 
he used his fortune wisely for the bene- 
fit of those less privileged than he, giv- 
ing large sums of money to many 
charitable organizations and deeding to 
the city of Brockton much of the ground 
now known as the D. W. Field Park. 

Mr. Field was born in North Bridge- 
water (now the city of Brockton) in 
1856. Following his education at the 
local high school and a Boston business 





college, he began his business career at 
the age of 20 as bookkeeper for the 
late Daniel S. Howard at that time the 
largest manufacturer of shoes in the 
district. In 1879 he organized his own 
shoe business in the basement of the 
H. T. Marshall plant where, with seven 
workmen, he made shoes by hand. Later 
he built his own factory, a three-story 
structure, and so rapidly did his busi- 
ness grow that during the 1890’s it was 
estimated that he sent out nearly one- 
tenth of all the shoes shipped from the 
district’s seventy factories. In 1892 he 
added a Boston jobbing house to his 
activities and, later, a wholesale house 
in New York City. He also organized 
and was active in the management of 
the Montello Heel Co., Poland Leather 
Co., Field, Lumbert Co., and Field, 
Holmes Co. 

Characteristic was his constant quest 
for knowledge. Long after business 
success had become a habit, he became 
a student of biology at the Massachv- 
setts Institute of Technology. That was 
in 1903 when he was 47 years old. Six 
years later he entered Harvard as a 
member of the first class to graduate 
from the newly-established Graduate 
School of Business Administration. 


Ray D. Butterfield 


York, Nes.—Ray D. Butterfield died 
recently of heart disease. He leaves his 
widow, one daughter, two brothers and 
one sister. 

Mr. Butterfield had been associated 

[TURN TO PAGE 82, PLEASE] 
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brother, . 
i... {Shoe Man Former QMC Officer 
nd four 
ONE of the World War I veterans in the shoe industry in 
Philadelphia, Pa., who has a 100 per cent military family 


is Major James E. Kelley, treasurer of the Kelley Shoe Co., 





ted May 
piscopal 


ng Hill J |... president of the Shoe Club of Philadelphia and presi- 
r dent of the Spring Hill Country Club of Maple Shade, N. J. 
S pub- 

e char. —f His oldest son, James Edward, Jr., a graduate of Annapo- 
tressing § lis, is a lieutenant (j. g.) and navigating officer on a de- 


the life § stroyer somewhere in the South Pacific. John Patrick, who 


tenant of Marines, a fighter pilot, now stationed in Cali- 
fornia. Daniel J., who is 17, has been in the Navy since 
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‘om the JAMES E. KELLEY 
1892 he 
to his J July. He is now getting his V-12 engineering training. 
> house Mr. Kelley’s wife, Helen V., and his daughter, Peggy, are 
ganized § civilian workers at Fort Dix. Another daughter, Patsy, 


1e ; : , sn ; 
a recently enlisted in the Women’s Auxiliary of the Marine 
Field, | Cots: 








t quest Quartermaster Corps in Philadelphia where, as a captain, 
usiness | he was in charge of shoes, vehicles and harness. He was 
became elso in charge of the Army’s salvage department there, 
ssachu- where 2100 pairs of reclaimed shoes were rebuilt each day. 
at was When the war ended he retired from the Army as a major 
id. Six | and entered the wholesale shoe business in Philadelphia 


nee . where he has been active for the past 26 years. 
ae While in the Quartermasters Corps in 1918, Mr. Kelley 


received a letter from France that is still one of his most 
cherished memoirs. The letter was from Lt. Al Lucas, who 
was in his squad at Plattsburg Training Camp, but who 
‘ater died in the Naval Hospital in California from war 
injuries. It reflects back to a shoe incident between Kelley 
ld died and Lucas that will kindle memories of other veterans in 
ves his § the shoe industry. It read, in part, as follows: 

rs and “France, 25 Mar., 18. 
“Dear Kelley: 
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During World War I, Maj. Kelley was stationed with the | 
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Like the remarkable jeep—Quintone Eng- 
lish Type Boot Polish is an offspring of war 
—lIts exceptional merit has been proved 
the hard way by Soldiers, Sailors and 
Marines who liked it and kept on buying it. 


Civilians everywhere are now demand- 


ing Quintone—Packed two dozen to the 
carton. If your findings jobber can't sup- 
ply you, write us. 


FOR LONGER LASTING LUSTRE 


UINTON 


English Type 
BOOT POLISH 





1N 2 OUNCE JARS 


COVERS LITHOGRAPHED WITH U.S. SERVICE INSIGNIA 
ARMY INSIGNIA — Brown, Ox Blood & Tan 


NAVY INSIGNIA — Black 
MARINE INSIGNIA — Dark Brown 


K. J. QUINN CO., INC. 


BOSTON, U.S.A. 


FINE LEATHER FINISHES SINCE 1880 








x 


x 1 cS 3% as 
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SHOES AND SLIPPERS 











IN STOCK 
for immediate delivery 
We specialize in 
Non-Rationed HOUSE SLIPPERS 
to retail $1.50 to $4.00 


Non-Rationed PLAY SHOES 
to retail $3.00 to $4.00 
Also SPORT SHOES 
to retail at $4.00 


WILLIAM COHAN CO. 
E 


SHOES 
19 S. Wells St. Chicago 6, Ill. 
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STROLL MOCS 


6 ee ee, 


Men's Leisure Type 


] $5 @ FLEXIBLE CON- 


@ COMP. SOLE 
@ RUBBER HEEL 


@ HAND-SEWED 
EFFECT 


Sizes 6-12 







ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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DANCE & GYM SHOES 
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GYM SHOES 


Available Now 








....Non-Rationed! 


65s 


— 


Acrobatic sandals for gym and dancing—in either 


lace or elastic model. Suede-like uppers and 
plump elk-tanned leather soles—in fawn or black; 


white smooth leather in elastic model only. 


Gym Pumps in white or black........... Se 
Practice Ballets in white or black...... 1.25 
Advanced Ballets in white or black...... 1.35 


All shoes come in sizes 8 to 13, 1 to 8 
IN STOCK FOR IMMEDIATE DELIVERY 


Term 5% 10 days 


THEATRICAL 
| 40 W. MAPLE ST., COLUMBUS, OHIO 





SHOE COMPANY 








@ TAN ELK UPPERS | 








Obituaries 


[CONTINUED FROM PAGE 80] 


practically all of his adult life with 
the shoe industry in the Mid-West 
states. A World War I veteran and a 
Legionnaire, his first account was with 
the Mayer Boot & Shoe Co. At the 
time of his death he was associated 
with ¢he Leverenz Shoe Co. 





Laurie S. Macdonald 


BROCKTON, Mass. — Laurie S. Mac- 
donald, president and general manager 
of Thompson Bros. Shoe Company, one 





LAURIE S. MACDONALD 


of this city’s leading shoe firms, died 
suddenly at his home April 27 at the 
age of 66. His entire business life had 
been spent in the shoe industry. 

From 1897 to 1916, Mr. Macdonald 
was associated with the T. D. Barry 
Company, during the latter part of 
which period he was superintendent of 
one of the Barry factories. In 1916 
he became manager of Thompson Bros., 
Inc., and three years later was made 
a member of the board of directors and 
general manager, at which time, also, 
the company name was changed to its 
present style. In 1931 he became presi- 
dent as well as general manager. 

Active in association affairs, he was 
a director and vice-president of the 
former Brockton Shoe Manufacturers’ 
Association and a director of the suc- 
cessor organization, the Southeastern 
Massachusetts Shoe Manufacturers’ As- 
sociation. 

Surviving are his widow, Mrs. Edna 
F. Macdonald, and a brother, Harry L. 
Macdonald, of Boston. 





Grant Templin 


MINNEAPOLIS, KANs.—Grant Tem- 
plin, pioneer shoe merchant, here, died 
recently. He had been seriously ill for 
some time. Mr. Templin had been in 
the retail shoe business here for fifty- 
two years, and had many acquaintances 
and friends throughout the industry. 
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MOCCASIN 


ler a i i 


LADIES’ BROWN ELK 


CAMP MOCCASIN 


$4.65 


1% FOB N. Y, 





Style 704 
Sizes 4-9 


WRITE FOR NEW FOLDER 

SLIPPERS AND MOCCASINS 
CONJOR SHOE CO. 

287 BROADWAY NEW YORK City 
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GIRLS’ LOAFERS 


et te er ee 


GIRLS’ LOAFERS 
RATIONED 
$ 1 .95 


FOB NW. |. 


Immediate 
Delivery 







1% 





Style 922 


Sizes 4-9 

SELECTED TAN LOAFER, ANTIQUE FINISH, 
AUBURN SOLE AND HEEL, GOODYEA 
STITCHED. WRITE FOR NEW FOLDER. SLIP 
PERS. MOCCASINS. 


CONJOR SHOE CO. 


287 BROADWAY NEW YORK CITY 





Mr. Templin was 75. In 1892 he 
opened his own shoe store in Minne 
apolis, moving three years later to its 
present location. He sold the store to 
his son, Ernest, this past January, 
retiring from business. 

Mr. Templin’s son, R. Laurence Ten- 
plin, is assistant director of research 
laboratories and chief director of tests 
for Aluminum Company of America; 
a second son, Arthur, is with the Build 
ers Steel Company. Other survivors 
are his son, Ernest, who has beet 
associated in the shoe store for malj 
years; his widow, Mrs. Maude Davis 
Templin; one brother and three grant- 
children. 

Funeral services were held from the 
R. S. Todd Funeral Home. Interment 











was in Highland Cemetery. 





Further Obituaries will be found 
on page 87 
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MARBRIDGE BUILDING 


1328 Broadway 


47 West 34th Street 
New York 


If your sign says 
| “First Class Shoe Repairing” | 








Ser" 


most wear 





plain it. 








Rudolph F. King Endorsed 
For Lieutenant-Governor 


BostoN—Rudolph F. King, manager 
of Leviseur Leather Company, and 
speaker of the Massachusetts House 
of Representatives, has received the en- 
dorsement of a large group of Massa- 
chusetts business men, including many 
prominent in the shoe and leather in- 
dustries, as a candidate for lieutenant- 
governor of the Commonwealth. In 
the course of his business career, Mr. 
King has served as purchasing agent 
of the J. M. Herman Shoe Company, 
superintendent of Ascutney Shoe Com- 
pany and manager of Medway Shoe 
Company. A formal endorsement, 
signed by a large group of business 
men, says of him: 

“From now on, for the duration of 
the war and the postwar period, a 
business man is needed in this public 
office as the problems will be mostly 
of a business nature. 

“Mr. King has such a fine public and 
private record that we ask your sup- 
port of him.” 

The list of signers of the endorse- 
ment follows: 

Otto Ackert, Solomon Agoos, C. 
Everett Allen, Frederick E. Atwood, 
R. Kingsley Barnes, Carl J. Barnet, 
Samuel B. Bates, Wendell R. Bauck- 
man, Albert C. Blunt, Jr., Frederick 
L. Broadbent, Edwin T. Cady, Timothy 
C. Carlin, Harold V. Chipman, John 
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Condon, John A. Curtis, Robert F. Daly, 
Leo S. Daly, Daniel J. Danahy, John 
E. Daniels, Rodney B. Day, G. Burton 
Davy, George A. Dempsey, William H. 
Denham, Alfred F. Donovan, Francis 
C. Donovan, John H. Dowd, Joseph H. 
Elecock, Thomas M. Elcock, Eben H. 
Ellison, Jr., Arthur L. Evans, Richard 
Feakes, Charles B. Floyd, A. J. Freed- 
man, John A. Frye. 

George H. Gillis, Francis H. Gleason, 
Robert Goldstein, Henry L. Gormley, 
James T. Gormley, Edward F. Goode, 
George G. Gove, Caleb S. Harriman, 
William F. Hickey, George A. Hill, 
Joseph W. Holmes, T. Kenyon Holly, 
Oscar L. Horton, Roy T. Johansen, 
Archie M. Kaplan, Kivie Kaplan, 
Joseph Kaplan, Harold G. Kaye, Walter 
A. Keeler, Theodore R. Kelley, E. D. 
Knapp, W. Leon Knipe, Joseph S. 
Lanigan, Frank R. Lemp, Archibald 
C. Loveys, John E. Lucey, J. Franklin 
McElwain, Paul O. McBride, Herbert 
T. Mason, E. Joseph McCarthy, Joseph 
T. McCauley, Marcus McQueeney, Roy 
R. Merchant, Philip A. Merrill, J. 
Andrew Millican, C. Harvey Moore, 
William F. Mullins, John F. Murphy, 
Charles H. Myers. 

Joseph Norton, George E. O’Brien, 
Francis J. O’Donnell, Raymond A. 
O’Shea, Arthur E. Pfeiffer, Earle H. 
Pierce, D. Frank Quigley, William 
Reichert, Archibald A. Rogers, Francis 
C. Rooney, Emanuel H. Rubin, Stephen 
Rudis, Louis H. Salvage, Jack Sandler, 


@ Your shoe repair department has to back up the mer- 
chandising standards set by your store. 
the work yourself or contract for it outside, 1-T-S Left 
and Right Rubber Heels give you a satisfactory profit to 
protect your good will. 
longer level wear because of 
their exclusive left and right 
design—extra rubber where 
comes. 
design is a valuable help in 
these days of shortage — 
| ask your distributor to ex- 


The I-T-S Co. 


| ELYRIA, OHIO 


Left and Right 
Rubber Heels 
will help you 
prove it 





Whether you do 


1-T-S Left and Right Heels give 


-T-S 





1-T+S Left 
are reinforced at outer edges 
where more wear comes. 


and Right Heels 


F. Irving Sears, Frank S. Shapiro, C. 
James Sherry, Blanchard Shriner, Wil- 
liam M. Slattery, Jacob A. Slosberg, 
Thomas Small, Arthur M. Snow, Peter 
Solomon, Benjamin Stone, Samuel 
Stone, Joseph I. Supple, William D. 
Daylor, Theodore L. Tewksbury, F. 
Oakley Thissell, Ralph W. Thorson, 
Howard C. Vining, James A. Walsh, 
George Wightman, Eugene L. Wyman. 





Ask for Relaxation of 
Children’s Shoe Regulations 


OKLAHOMA City, OKLA.—The Okla- 
homa Chiropody Association in closing 
a two-day annual state convention in 
here, recently, called on government 
agencies to relax regulations govern- 
ning the sale of shoes to children. A 
resolution was adopted by the associa- 
tion, declaring that children must have 
more shoes than adults because of their 
rapid growth and because of the fact 
that many children have defective foot 
conditions that can be corrected by spe- 
cial types of shoes. 

Fifty delegates attended the conven- 
tion where Dr. Warren D. Long, vice- 
president of the State Board of 
Chiropody, said there has been a tremen- 
dous increase in the number of foot 
ailments because of the number of 
women in defense plants and because 
many housewives are now doing more 
of their own housework than ever be- 
fore. 
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_ Expected to Head 


Vere _ New York Retailers 


RocHESTER, N. Y.— John J. Moore, 
yo head of the Parmelee Shoe Store, is 


expected to be advanced to the presi- 





SO OP ee ee 


SANDAL CASUALS 


6 re OF ee 


LADIES’ LEISURE TYPE 
RATION FREE 
$4.38 





@ LEATHER SOLES 






@ ELASTICIZED 
BACK STRAP 


@ LEATHER HEELS 


@ BLUE, RED or 
GREEN 






STYLE 1244 
FULL SIZES 4-9 





- MOO 
ARNOFF SHOE CO.,INC.,101 Duane St.,N.Y.C JOUN J. MOORE 


dency of the New York State Shoe Re- 
tailers’ Association next month, since 
enti inna, | Laoyd Lawsen, the present chief exsen- 


SHOWER SHOES tive of the organization, has declined 
to serve a second term. 

oe ee eee et et ee er ee eee ee mer me Mr. Moore, now first president and a 

director of the association, has been 

INCREASE YOUR SALES WITH... active in its affairs for many years as 


— | officer and director and is keenly inter- 


} SHOWER-SHU | 


ested in measures which may be taken 
BARRACKS to proniote the best interests of shoe 
= pat | retailers of the state. 

Ae A successful shoe man who uses orig- 
inality of methods in the fitting and 
sale of shoes, Mr. Moore is widely 
known throughout the state and is pop- 
ular with the trade as well as with the 
large clientele of his own store. 





Show Photos Instead 
Of Samples 


ROcHESTER, N. Y.—Photographs have 
replaced samples of shoes for Fall in 
the display room at the plant of E. P. 
Reed & Company, makers of footwear 

emamets Gallvery | for women—pictures that tell the story 

Pil MANUFACTURING of shoes a few months ahead. 

Pare tisintci Mc nhc B satel When you enter the room you find a 

long line of photos extending nearly 

asec ese cece cece cece seer seee from one end to the other. What is 
' more, traveling salesmen now take 

MEN'S OPERA SLIPPERS photographs, instead of samples shoes, 
along with them on the road with which 


CALIFORNIA 
OF GENUINE PONDEROSA PINE 





li li Rie i RD 


CLEARANCE to make sales, and find it satisfactory. 
UNRATIONED _ Customers are enabled to get a clear 
concept of the style and quality of foot- 


$1.75 @ FABRIC UPPERS wear that is being offered with a mini- 
© LEATHER SOLES mum of inconvenience, for many photo- 
© COMPO CONSTRUC. graphs may be taken in a handbag 
TION right into the store, no need to visit 
@ RUBBER HEELS hotel sample rooms. 
But there is also an important saving 
SOLD IN STRAIGHT 36 PR. CASES ONLY of work in getting samples ready for 
| the road, as well as saving of transpor- 
| tation costs. 






ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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SANDALS 


Se 8 EE AF 6 


NON RATIONED 
ROPE SCUFF SANDAL 
KHAKI OR NAVY 


$4.55 


1% FOB N. Y. 


immediate 


Se Delivery 





Sizes 6-12 
Solid Sizes write for Folder, Slippers and Moccasins 


CONJOR SHOE CO. 


287 BROADWAY NEW YORK CITY 





he 6 er 


GARRISON SHOES 


Ee OF 6 ES 


ARMY GARRISON SHOES 


GOODYEAR WELTS 
ARMY-TAN-UPPERS 
FULL DOUBLE COM. 
POSITION SOLES 
SOLID LEATHER 
TOPSOLES 


$3.10 







#211 
Sizes 6-12 


WRITE FOR FOLDER R-2 


CONJOR SHOE CO. 
287 BROADWAY NEW YORK CITY 





Buying Heavy at Boston Show 
[CONTINUED FROM PAGE 70] 


for high-paid jobs in defense industries, 
and also, with some exceptions, facto- 
ries making these grades are in indus- 
trial communities where it is easier to 
transfer from shoe shop to defense 
plant. 

Style feature of the show, as previ- 
ously reported in Boot AND SHOE RE 
CORDER in commenting on the New York 
shows, is the new or modified Baby Doll 
last. This last or a reasonable fac- 
simile was shown in practically every 
women’s line on display. 
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Department of Commerce, Bureau of the Census 
Current Statistical Service 





Number 
of 
Firms 
Report- 
States by Regions ing 
WO inknccccciences 540 
New England ............ 56 
Maine sve vv vesveccvcee ° 
New Hampshire ........ ce 
Vermont & N. H........ ° 
Massachusetts .......... 34 
Rhode Island .......... ad 
Connecticut .........+... 9 
Middle Atlantic ........... 40 
New York ......cccsess: =a 
New Jersey ...6.......-. és 
Pennsylvania ........... 40 
East North Central .. 162 
Tn sShatiedoccoors 24 
Indiana .........+. oe 2 
SEED “scccededeconensad 32 
gEGER. 0c cccedestess se 37 
ee TTT 40 
West North Central ....... 64 
Minnesota ........-see8- se 
BOD . ccicccccscccccsccse 27 
Missouri .........e+ee0%- 22 
North Dakota .......... 
South Dakota ........... ee 
DE wévedectocceces s 
BENGE cccccccccceccbact 7 
Gemth Atfanmtie ......ccc00- 15 
DD deececececcdons 
NEN. «004 4b00% 60 cpice 
Dist. of. Columbia....... 
SS 


West Virginia .. 
North Carolina . 
South Carolina . és 
Georgia .......... -— s 
East. South Central........ 7 
EE nneeeee6ecsccce _ 





Tennessee ..... ccecccecece ee 
BERG © ccccccdcccccses 7 
IE tn ¢stnoume Gage ee 
West South Central ...... 24 
I 8 EET bd 
SE ccc anced apes a 
SEED. pi. cobs.6% cog ete ° 





* Insufficient data. = Less Pt 0.5 per cent. 


Retail Sales, Independent Shoe Stores 


—————_Dollar Sales—___, 
Per Cent Change 


a 
Mar.,’44 Mar.,’44 
vs. vs. 
Mar.,'43 Feb.,’44 
+12 +44 
+ 6 +39 
+9 +42 
—% +35 
+20 +63 
+20 +63 
+ 7 +44 
+7 +53 
+ 5 +52 
+ 6 +38 
+ 1 +30 
+14 +44 
+ 8 +39 
"8 +45 
+11 +39 
+14 +25 
— 9 +37 
+11 +41 
-'9 +42 
+ 8 +46 
i's +46 
+24 +47 
+28 +50 

+ +385 
+14 +39 
+4 +42 
— 6 +18 
+18 +41 
+11 +39 
+24 +47 
+3 +19 
+21 +44 
+29 +45 
+11 +41 

** No data 


$4,090,2517 
257,945 


560,288 
913,419 
245,982 
175,000 
132,220 
181,110 
179,107 
265,162 
110,048 

82,528 


47.873 
25,3138 
193,534 


122,654 
135,064 


130,003 





1,401,135 
256,225 
83,043 
1,061,867 
42,772 


t+ Compares with $3,664,198 in March, 1943, and $2,843, 769 in 1944. 


Shoe Man Former QMC Officer 


[CONTINUED FROM PAGE 81] 


a few hours after coming out of the trenches, and your 
letter today, I’m afraid your moccasins failed for what 
probably you had first intended them. Anyway I have not 
had anything yet that I have gotten so much comfort out 
of in twenty-four hours, as I have in the last twenty-four 
with these moccasins. They were a little small, so I fixed 
that quickly by cutting a slit in the toe. They're great, 


hoy... 


“Now Kelley, if you don’t have to pay for any of that 
stuff, I would like a pair of garrison shoes—91 EE. We 
have not been able to buy any over here. What do you 
mean by boots? Are they Jeather, the kind they issue the 
Signal Corps, high laced? If so, loose a pair of tens. I've 
paid $40 for leather boots here. We have got all the rubber 
in the world, so are strong here. Now, understand, I don’t 
want you to buy this stuff. Send me a bill and if I’m kick- 


ing, I'll pay.” 


Moy 15, 1944 








This is one unit of an outstanding display which 
will soon appear in fine shoe stores everywhere 
. «+ as a part of the great campaign for ESQUIRE 
BOOT POLISH, AMERICA’S FINEST STAIN POLISH 


In: Brown Stain * Tan Stain 






Mahogany Stain * Black * Transparent 




















SHOE SOAP 


in the unique DUPLEX JAR 


Good for KID * CALF * BUCK 
NUBUCK ond All Fabric Footwear 
Also Made in All Colors 


Products of 


KNOMARK MANUFACTURING COMPANY 


214 TAAFFE PLACE, BROOKLYN, NEW YORK 
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CHILDREN'S SHOES 





The C. A. Haines 
Health Shoe 
For Children 


Te Retail 
up to me 
2-6 CD, ves 
BCD, 82 - 
BCD, all el, 










Fiex-A-Proved Cushion 


construction, soft and 

smooth inside, scientif- 

— designed; all L2104 

leath: White | 
Goatskin | 


SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago 


Our Distributors 
American Shoe Co., S$. Freiburger & Bro. Co., 
251 W. Jefferson St., 119-121 E. Columbia St., 
Detroit Fort 


Wayne, Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 
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at tts Best 


New York Offices 
508-510 Marbridge Bldg. 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


SPECIALISTS IN BETTER GRADE 
SHOES FROM 15 LEADING 
ST. LOUIS FACTORIES 


* 
MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 
While in town "'C" Weil 


M. K. WEIL SHOE CO. 
1826 WASHINGTON AVE. 














Detroit Shoe Men Honor 
Walter Magee 

Detroit, MicH.—Detroit’s shoe in- 
dustry at two extraordinary functions 


paid tribute to Walter H. Magee, leaving 
after four terms as president of the re- 





Walter H. Magee, right, turns over his 

official papers to C. Guy Dixon, who suc- 

ceeds him as president of Detroit Retail 
Shoe Dealers. 


tail group to take a post in Philadelphia. 
First was a luncheon held by the in- 
formal group of travelers and retailers 
who meet regularly at Cliff Bell’s Cafe. 
This was probably the best-attended 
luncheon on record for this group, in 
tribute to Mr. Magee. 

The guest of honor opened the ses- 
sion in his last act as retail president, 
and spoke briefly. He then turned the 
gavel over to C. Guy Dixon, vice-presi- 
dent, who succeeded him. Stuart J. 
Rackhan, Shoe Rationing office, OPA, 
and a verteran Detroit shoe merechant, 
gave a sketch of Mr. Magee’s career 
in Detroit since 1913, and presented 
him, on behalf of the entire group, 
with a desk clock. 

Final event was a dinner held in the 
Bagley Room of the Hotel Statler, at- 
tended by a representative turn-out 
of Michigan’s shoe men and their 
wives. Mr. Dixon presided, and Mr. 
Rackham was toastmaster. He read a 
tribute in verse, dedicated to the guest 
of honor, and preseented him with a 
War Bond subscribed to by the in- 
dustry, retailers and travelers alike, 
in tribute to their long association. 

Other speakers, who paid tribute to 
the guest of the evening were Harry 
Solomon, merchandise manager, Ernst 
Kern Company; Sam Plotler, secre- 


tary, Detroit RSDA; Nathan Hack, 
vice-president, Michigan .RSDA; 
Adolph Goetz, treasurer, DRSDA; 


Clyde K. Taylor, of the S. J. Rackhan 
store; and Metalsmith 3/c Walter H. 
Magee, Jr., U.S.N. 

Other guests included: S. S. Weiss, 
president, Michigan Shoe Travelers’ 
Club; L. Baize, merchandise manager, 
J. L. Hudson Company; Ensign M. M. 
Hoffman, formerly of Hoffman Shoe 
Company; and William H. Adams, 
Steven J. Jay, Glenn Buell, and F. E. 
Whitelam, all of R. H. Fyfe & Com- 
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IN STOCK 
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BOYS' SIZES 3- 6 $1.40 
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287 BROADWAY NEW YORK CITY 

















pany. Mr. Jay gave the principal 
speech of the evening, sketching Mr. 
Magee’s long career and early days in 
the Detroit shoe world. 

Arrangements for the evening were 
in the capable hands of Clyde K. Taylor 
and Sam Plotler. 





Appointed Counsel to 
Popular Price Retailers 


New YorkK.—Benjaman Seligman of 
the law firm of Seligman & Seligman 
has been chosen general counsel 
to the National Association of Popv- 
lar Price Shoe Retailers, Inc., it was 
made known recently by Edward At 
kins, executive secretary of the asso 
ciation. 

Mr. Seligman represents in addition 
The Stitchdown Shoe Manufacturers’ 
Association, makers of popular priced 
children’s shoes. The National Asso 
ciation of Slipper and Play Shoes Mant- 
facturers, as well as a large num- 
ber of individual clients in the shoe it- 
dustry. 

The association recently opened 
offices at 51 East 42 Street, here. 


Moves Offices 


New YorK—W. Oakley Cagney, pre 
ident of Cagney-Storer, Inc., dealers i 
shoe products, has moved from the RKO 
Building in Radio City to new offices 
at 11 West 42nd Street, here. 
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Dian Mou 


FOR BACK-TO-SCHOOL 


PROMOTIONS... 


Right now, when you’re planning 
your purchases and building your 
FALL inventories, is the time to 
plan your FALL Promotions... 
especially those ear!y Back-To- 


School merchandising ideas. 


This FALL, as last, people will 
favor the shoe merchant, 
whom they can depend for 
GOOD FITTING SHOES . 
merehant who takes pride in 
providing modern, scientific fit- 
ting service. 


If you provide such service, plan 
now to feature it in your back-to- 
school and other FALL promo- 
tions. If you have an X-Ray Shoe 
Fitter, feature it! If you haven't, 
you can probably get one in time 
for Back-To-School promotions. 





Allow 90 Days 
for Delivery... 


Production limitations, 
shortages of materials and 
skilled labor... 
back-log of orders... 
make it necessary to al- 
low 90 days for shipment 
of your X-Ray Shoe Fitter. 





. the 


X-RAY 


SHOE FATTER %uc. 


3533 NORTH PALMER STREET 
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Obituaries 


[CONTINUED FROM PAGE 82] 


Mrs. Birdie F. Katzenstein 


SHREVEPORT, LA.—Mrs. Birdie Frank 
Katzenstein, mother of Aaron and 
Frank Katzenstein of United Shoe 
Stores Co., died recently after a short 
illness. She was 72. Mrs. Katzenstein 
took an active part in social, charitable 
and social-service activities in the com- 
munity. She was associated with the 
founding of the Shreveport Training 
School for Girls. 

Surviving are her husband, Jacob 
Katzenstein, her two sons, five grand- 
children, two sisters and two nieces. 





J. J. Santry 


WesstTerR, Mass.—J. J. (Jack) San- 
try, salesman for Bates Shoe Company, 
here, died recently in Cleveland, Ohio. 
He had covered Western Pennsylvania, 
Ohio, Indiana, West Virginia and Mis- 
souri for the firm. 

He is survived by his widow and a 
son, Jack, Jr., now with Heywood Boot 
& Shoe Co. 





Fred C. Fedler 


LOUISVILLE, Ky. — Fred C. Fedler, 
secretary and treasurer of Boston Shoe 
Company, here, died recently after a 
short illness arising from an accident 
sustained during a fire in the apart- 
ment building in which he lived. He 
was 71 years of age, and was active 
in the business at the time of his death, 
having charge of a children’s shoe de- 
partment in the basemen: of the store. 

Mr. Fedler is survived by his widow, 
Mary Garrity Fedler and his brother, 
J. C. Fedler, president of the company 


Opens Shop in 
Rockefeller Center 


New YorK—At a recent preview 
party the Gotham Hosiery Company 
opened its new shop at 634 Fifth Ave- 
nue. Mr. Roy E. Tilles, president of 
the company, was host to several hun- 
dred guests at a cocktail party. 

The color scheme of golden brown, 
dark chocolate brown and natural beige 
with touches of moss green harmonizes 
with the colors of the Gotham Gold 
Stripe box. The shop has the unique 
feature of being entirely without coun- 
ters and the stock shelves are concealed 
behind tall mirrors. Comfortable chairs 
and sofas and small kidney-shaped 
tables are scattered through the shop 
for convenience. 

To celebrate the occasion, Gotham in- 
troduced a new supersheer stocking, 
called Stratosphere mesh. Dyed in 
two attractive shades, this stocking 
made on a fine-gauge jacquard ma- 
chine, combines unusual sheerness with 
real tensile strength, according to its 
makers. 
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Uppers of water 
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#28 Women’s, navy blue only, 


whole sizes, 4 to 9 $1.57'/2 
#29 Men’s, khaki only, whole 
sizes, 6 to 10 $1.60 


LANE BROTHERS CO. 
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BOSTON 10, MASS. 


repellent 






















| 
| 
| 
| 
| 
| 
| 








YOUR BONDS 


MEAN 


DEAD JAPS! 


hatel 
a 


Every room air-conditioned 
noiseproofed 








87 








tlie 
70 Bey 


| MOCCASINS 





Walter Magee 


Detroit, Micu.—Detroit’s shoe in- | 
dustry at two extraordinary functions | 
paid tribute to Walter H. Magee, leaving | 
after four terms as president of the re- 
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HEAVY BROWN UPPERS 
| LEATHER LACES 


Fiex-A-Proved Cushion 
construction, soft and 
smooth inside, scientif- 





$4.45 


ee white | Walter H. Magee, right, turns over his ORTHOPEDIC RUBBER SOLES 
onnee IN STOCK 


official papers to C. Guy Dixon, who suc- 
ceeds him as president of Detroit Retail 
Shoe Dealers. 


SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. 


Our Distributors 

American Shoe Co., S. Freiburger & Bro. Co., 

251 W. Jefferson St., 119-121 E. Columbia St., 
Detroit Wayne, Indiana 
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MEN'S - WOMEN’S - CHILDREN'S | | 
FOR IMMEDIATE SHIPMENT 
While in town ""C"' Weil 


M. K. WEIL SHOE CO. 











Magee, Jr., U.S.N. 

Other guests included: S. S. Weiss, 
president, Michigan Shoe Travelers’ 
Club; L. Baize, merchandise manager, 
J. L. Hudson Company; Ensign M. M. 
Hoffman, formerly of Hoffman Shoe 


offices at 51 East 42 Street, here. 





Moves Offices 
New YorK—W. Oakley Cagney, pres 
ident of Cagney-Storer, Inc., dealers m 
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FOR BACK-TO-SCHOOL 
PROMOTIONS... 


Right now, when you're planning 
your purchases and building your 
FALL inventories, is the time to 
plan your FALL Promotions... 
especially those early Back-To- 
School merchandising ideas. 


This FALL, as last, people will 
favor the shoe merchant, on 
whom they can depend for 
GOOD FITTING SHOES ... the 
merehant who takes pride in 
providing modern, scientific fit- 
ting service. 


If you provide such service, plan 
now to feature it in your back-to- 
school and other FALL promo- 
tions. If you have an X-Ray Shoe 
Fitter, feature it! If you haven't, 
you can probably get one in time 
for Back-To-School promotions. 





Allow 90 Days 
for Delivery... 


Production limitations, 
shortages of materials and 
skilled labor... plus a 
back-log of ‘orders... 
make it necessary to al- 
low 90 days for shipment 
of your X-Ray Shoe Fitter. 





A) 
X- RAY 
SHOE FITTER 4c. 


3533 NORTH PALMER STREET 
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[CONTINUED FROM PAGE 82] 


Mrs. Bircie F. Katzenstein 


SHREVEPORT, La.—Mrs. Birdie Frank 
[Katzenstein, mother of Aaron and 
Frank Katzenstein of United Shoe 
Stores Co., died recently after a short 
illness. She was 72. Mrs. Katzenstein 
took an active part in social, charitable 
and social-service activities in the com- 
munity. She was associated with the 
founding of the Shreveport Training 
School for Girls. 

Surviving are her husband, Jacob 
Katzenstein, her two sons, five grand- 
children, two sisters and two nieces. 





J. J. Santry 


WEssTER, Mass.—J. J. (Jack) San- 
try, salesman for Bates Shoe Company, 
here, died recently in Cleveland, Ohio. 
He had covered Western Pennsylvania, 
Ohio, Indiana, West Virginia and Mis- 
souri for the firm. 

He is survived by his widow and a 
son, Jack, Jr., now with Heywood Boot 
& Shoe Co. 





Fred C. Fedler 


LOUISVILLE, Ky. — Fred C. Fedler, 
secretary and treasurer of Boston Shoe 
Company, here, died recently after a 
short illness arising from an accident 
sustained during a fire in the apart- 
ment building in which he lived. He 
was 71 years of age, and was active 
in the business at the time of his death, 
having charge of a children’s shoe de- 
partment in the basement of the store. 

Mr. Fedler is survived by his widow, 
Mary Garrity Fedler and his brother, 
J. C. Fedler, president of the company. 





Opens Shop in 
Rockefeller Center 


New YorRK—At a recent preview 
party the Gotham Hosiery Company 
opened its new shop at 634 Fifth Ave- 
nue. Mr. Roy E. Tilles, president of 
the company, was host to several hun- 
dred guests at a cocktail party. 

The color scheme of golden brown, 
dark chocolate brown and natural beige 
with touches of moss green harmonizes 
with the colors of the Gotham Gold 
Stripe box. The shop has the uniqu 
feature of being entirely without coun- 
ters and the stock shelves are concealed 
behind tall mirrors. Comfortable chairs 
and sofas and small kidney-shaped 
tables are scattered through the shop 
for convenience. 

To celebrate the occasion, Gotham in- 
troduced a new supersheer stocking, 
called Stratosphere mesh. Dyed in 
two attractive shades, this stocking 
made on a fine-gauge jacquard ma- 
chine, combines unusual sheerness with 
real tensile strength, according to its 
makers. 
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locker-room, camp and bar- 
racks. 


Uppers of water repellent 
duck. 


#28 Women’s, navy blue only, 
whole sizes, 4 to 9 $1.572 


#29 Men’s, khaki only, whole 
sizes, 6 to 10 $1.60 
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BOSTON 10, MASS. 
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PROMENADE SHOE CORP. 
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- Suedes Lead in Demand at Chicago Show 


Non-rationed Merchandise in Play and Leisure Types Took Firs 


Place for Immediate Selling, But Suede, Calf and 
Reptile Led Fall Buying 


CuicaGco, ILL.—On the opening day 
of the annual four-day shoe show held 
at the Morrison Hotel recently under 
the auspices of the Shoe Travelers’ 
Association of Chicago, there was’ a 
registration of 1208 buyers, a certain 
indication of the interest which this 
show had aroused. Of this number 
about 90 per cent were out-of-town 
visitors. Michigan held first place in 
attendance, with Indiana a close sec- 
ond; then Illinois, Wisconsin and Iowa. 
In addition there were buyers present 
from states as far South as Alabama, 
as far West as Montana. 

A total of 120 houses exhibited and 
all stated that they could have taken 
double the orders had their plants 
been able to turn out the goods. Com- 
mitments were made for both immedi- 
ate deliveries and for Fall. In shoes 
for the immediate season, play and 
leisure types held first place. Some 
houses were prepared with the new 
two-tone spectators and these did the 
prover ial land-office business. Non- 
rationed merchandise was of prime in- 
terest for the Summer season. Bright 
colors of all kinds in fabrics with syn- 
thetic soles were in demand. 

Salesmen in most cases had been cut 
from 10 per cent to 20 per cent in their 
allotments compared with what they 
had to sell last year. Although admit- 
tedly materials are scarce, buyers on 
the whole were optimistic in their out- 
look. That leathers are limited is self- 
evident, but all seemed to believe that 
there will be no real civilian suffering 
for lack of leather footwear. Rope- 
soled shoes, most of them with water- 
proof treatment, attracted considerable 
buying, both in women’s play shoes 
and in olive drab scuffs for the armed 
forces. 

Orders from all parts of the country 
showed a keen interest in Town Brown 


Los Angeles Stores 
Have Rush on 18’s 


Los ANGELES, CALIF. — Retail shoe 
business for April 29th approaches the 
fantastic as thousands and thousands 
of customers cashed in their No. 18 
ration stamps. All stores were caught 
by the rush, especially those handling 
better grades of shoes. Men’s shoe sell- 
ing rated a new high, equalling that of 
last June. The surprising thing in the 
whole wild day of buying was that 
practically no loose ration stamps were 
offered in the downtown or good su- 
burban stores, and none were accepted. 
Several stores estimated that from 65 
to 80 per cent of all business on April 
29th was transacted through the me- 
dium of No. 18 stamps. 


for Fall and Winter with decreased 
notations for Army Russet at a ratio 
of 3 to 1. Blacks, however, are to date 
still outselling any browns, even though 
browns have increased in demand, 
Some houses reported an increase in 
17/8 heels, while others found that the 
bulk of their business was in 21/8’s, 
In the style merchandise shown, it 
was interesting to note that but few 
houses were showing the Baby Doll 


type. All agreed that the vogue for 
these is definitely on the wane. Ankle 
straps too have few adherents. The 


big interest at the moment seems to be 
in sandal straps (in high fashion 
goods), in sling-back, open-toe pumps 
and in buckled pumps. Some houses 
claim that fancy or elaborate buckles 
are of less interest than formerly, that 
the present trend is toward self-buckles. 
In these the majority are of the fiat- 
tailored bow type (of self material) 
rather than the full, round poufs we 
have had so long. 

In leathers, suede takes first place 
in the early Fall demands, then calf- 
skins and reptiles. In the last-named 
category genuine is often lacking, hence 
there are many embossel calfs. Walled 
lasts are shown everywhere and in 
almost all stylings, on opera pumps, 
sling-backs, dressy oxfords,—in fact on 
almost everything but high heeled san- 
dals. In the school sports category 
brown calf moccasins and loafers are 
most important. 

A well-known line of shoe polishes 
tied up successfully with the spectator 
sports revival by offering a “two-tone 
polishing kit”—a jar with white cream 
at one end and brown polish at the 
other end each with its own sponge. 
Another item popular here is a khaki 
kit containing polish, saddle soap, and 
the necessary polishing implements for 
the soldier. 


Opens Wholesale Shoe Firm 


New YorK—Ben Orlick has opened 
a wholesale distributing business in 
women’s novelty shoes, here, to be op- 
erated under his own name. Mr. Or 
lick has been in the shoe business since 
1908. For 10 years he was connected 
with P. Orlick & Son; for six years he 
was manager of the Boston office of 
Bleecker Shoe Company; and for four 
years he was buyer for the Newark 
Shoe Stores. For the past three years 
Mr. Orlick has operated a group of re 
tail shoe stores in Florida—the Bond 
Shoe Stores, he expects to continue this 
operation. 
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296 BROADWAY 


Style £220 
in Black Rubber $1.10 


SPORTING SHOE CO. 








Record Attendance at Atlanta Fall Showing 


Simple Styles Shown; Suedes Led in Demand at Southeastern Shoe 
Travelers’ Show. Plans Made to Enlarge Association 
and Future Showings 


ATLANTA, GA. — Between 1,000 and 
1,500 merchants attended the advance 
Fall showing of the Southeastern Shoe 
Travelers, held at the Henry Grady 
Hotel here recently. Attendance was 
at least 25 per cent greater than at 
any previous showing, according to 
members of the board of directors. Buy- 
ers came from nearly all states from 
Virginia southward to Florida and 
westward to Tennessee and Louisiana. 
At least 120 different lines of shoes 
were shown, with the result that exhib- 
its as well as visitors spilled over from 
the Henry Grady to other nearby hotels. 

Simplicity featured the Fall styles 
shown by most of the manufacturers. 
Emphasis was on lines, not trim this 
time. Buyers showed keen interest, 
especially in higher-priced dressy styles. 
Light and dainty ‘suedes in both black 
and brown were the most popular num- 
bers. Very feminine, regal looking 
d’Orsays came in for a great deal of 
attention. Sling-backs were very pop- 
ular, but there was practically no in- 
terest at.all in ankle straps. 

Next to suedes, buyers sought calf- 
skins in black, Army Russet, and 
Town Brown, in walking type heels 
carried over into the dressier styles of 
shoes. Interest 
type shoes, however, was confined large- 
ly to styles suitable for use in defense 
or other work. There was consider- 
able excitement over reptiles, but very 
few genuine numbers were available. 
Pressed calf was bought freely in 
tailored styles. Demand for arch-type 
shoes seems to be slowing up. Interest 


in gabardine in all styles was negligi- . 


ble. 

Good rationed types of play shoes 
were in good demand, but the less 
expensive types were not favored. The 
demand for unrationed shoes varied 
according to the locality of the buyer. 
Merchants from resort towns accepted 
them readily, but others were more 
cautious. 

Buyers reported difficulty in obtain- 
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in strictly walking - 


ing enough shoes of all types to fill 
their needs. They are gradually regi- 
menting themselves, however, to accept 
their allotments without complaint. 

The board of directors of the South- 
eastern Shoe Travelers met at this time 
to lay plans for an even larger organ- 
ization on a permanent basis to serve 
shoe retailers in the South. Plans were 
discussed for broadening the show to 
include more types of shoes and acces- 
sories as soon as space is available. 

A housing committee was appointed 
to work out arrangements with the 
Henry Grady Hotel and other hotels to 
take care of exhibits, as well as guests, 
at future showings. The exact date 
of the advance Spring showing was not 
set, but it will probably be in October. 
A finance and ways and means com- 
mittee was named to work out details 
of permanent office space and arrange- 
ments for making more of the time of 
the present management available to 
the association. These steps are being 
taken with the idea of ultimately main- 
taining a permanent exhibit building 
in Atlanta as the shoe shoe center for 
Southern merchants. 

Entertainment in connection with the 


LOCKER SANDALS 


PRE WAR RUBBER SOLES 


¢ NON RATICNED 

¢ WATER REPELLENT 

e LEATHER INNERSOLE 
INDIVIDUALLY BOXED 48 PAIR TO CASE 


MEN’S SIZES SMALL - MEDIUM: LARGE 
CHOICE OF NAVY BLUE - KHAKI - BROWN : WHITE 





NEW YORK CITY 





show included a dance given by the 
Southeastern Shoe Travelers and the 
Atlanta Shoe Retailers’ Association for 
the benefit of visiting merchants and 
buyers. 


Nicely and Oberfield 
With Bates Shoe Co. 


WesstTer, Mass. — Mars M. Nicely 
has taken over the territory of Western 
Pennsylvania, Ohio, Indiana, West Vir- 
ginia and Missouri for Bates Shoe Co., 
replacing Jack Santry who died recent- 
ly. Morris B, Oberfield of Philadelphia 
will cover the Middle Atlantic territory 
for the company, including Eastern 
Pennsylvania, Southern New Jersey, 
Delaware, Maryland and the District 
of Columbia, with headquarters in 
Philadelphia. 


Named Nettleton Agency 


New York.—The A. E. Nettleton 
Company of Syracuse, New York, has 
announced the appointment of J. M. 
Mathes, Inc. as its advertising agency. 

Immediate plans include continued 
newspaper advertising in the forty 
cities where Nettleton shops and leased 
departments are located, as well as a 
series of advertisements in consumer 
magazines. A mat service of dealer 
advertising is being offered. 

F 
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real source of profits. 
Inquiries invited 
357 Fourth Avenue 





Branch Offices 


: 
: 
; 
> 
? 
: 
E 
: 
; 
= 
, 


VOCUUUEOUOUOGOOUURCUUEOCUOOUOOEOOOROOOEOOOSEOGEEOUDROOUEEOUGEGODEOUOROOUEOROGAOOGROUOREOO OCCU CoCoeREOOAOe 


WILLIAM ISELIN & Co.. INC. 


Our factoring service makee it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Factors... 


for Manufacturers 


and Allied Products 


NEW YORK 
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INNERSOLES 


POROUS: FLEXIBLE: DURABLE 
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INNERSOLES - COUNTERS - WELTING 


MICHIGAN 
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SAFETY TOE OXFORD 


i i il 


LADIES’ REGULATION 
BROWN BLUCHER OXFORD 
@ McKAY WELT 

CONSTRUCTION 
@ LEATHER SOLE 
e@ STEEL TOE 


‘28s 









STYLE WSS 
SIZES 4-9 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C | 
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FOOT EASERS 


6 





IMMEDIATE DELIVERY 
“Foot-easers’—worn with or 
without stockings. 
Samples and prices upon request. 
MAGNOLIA HOSIERY CO. 


35 N. Third Street, Philadelphia 6, Pa. 














Brezner Tanning Company 
Sees Bright Future 


PENACOOK, N. H.—In its issue of 
April 15, the Concord Daily Monitor 
and New Hampshire Patriot published 
a special sectién commemorating the 
second anniversary of the Brezner Tan- 
ning Company at Penacook. It was just 
two years before that Governor Blood 
and Nathan Brezner, founder of the 


90 


Clever Display Idea at Marshall Field’s 





Display rack featuring shoes for men is placed at the entrance to the men's shoe 
department at Marshall Field & Co. 


Strategically located at the head of 
the department where every customer 
sees it on entering the men’s shoe sec- 
tion, Marshall Field and Company’s 
Store for Men has placed an unusual 
display rack featuring seven models of 
Field Arch Preserver shoes for men 
with the caption “Paced to the Stride 
of Active Men” done in built-up letter- 
ing in bright red against a background 
of grey. 

Mr. Walter T. Gable, merchandise 


supervisor, says that although this is 
what could be termed a “silent sales- 
man,” yet it shouts its message most 
effectively, placed as it is in immediate 
eye-range of every customer and illu- 
minated with a brilliant spot light. 
Field’s carry 14 different styles of shoes 
with this arch feature which is a goodly 
number for these days, but a sharp con- 
trast to the more than 40 that were 
shown in pre-war times. 





tannery, started the first hide on its 
way through the complex series of op- 
erations necessary for the production of 
leather for military use. Today the firm 
has one of the most modern tanneries 
in New England, employing the most 
modern equipment and giving jobs to 
about 175 men and women of the com- 
munity. 

“The future of the Penacook tannery 
looms optimistically,” declared Mr. 
Brezner, who is the president of the 
company, in a statement published in 
the Monitor. “Civilian shoe needs will 
flood retail stores with business after 
the war, and this will require greater 
leather production.” 

The Brezner Tanning Company is in 
an ideal position to secure top-capacity 
business in the years to come, Mr. Brez- 
ner went on to say. In more than 35 
years spent in the leather business, he 
has established relations with many of 
the country’s leading shoe factories. He 
travels far and wide, searching for raw 
materials to keep the plant operating 
without interruption, and he is in a po- 
sition to see the possibilities for con- 
tinued growth of the company after 
victory. He visits the plant as often as 
his schedule permits. 


A Minute Man flag for 100 per cent 
support of the war bond drive was 
awarded the company last August. The 
presentation was made by United 
States Senator Styles Bridges, who, 
with United States Senator Tobey, of 
New Hampshire, extended congratula- 
tions on the anniversary. The Penacook 
tannery was the first industry in the 
community to receive the Minute Man 
honor, just as it was one of the first to 
establish the payroll-deduction plan for 
war bond savings. 





John Genn Joins Navy 


Cuicaco—John G. Genn, who was 
formerly buyer of corrective and func- 
tional men’s shoes in Marshall Field’s 
Store for Men, has joined the Navy and 
is stationed at the Great Lakes Train- 
ing Station, just north of Chicago. No 
one has been appointed to succeed him, 
and Walter T. Gable, his merchandise 
supervisor, says the firm will hold the 
position open until the termination of 
the war. 

C. S. Campbell, who was formerly 
assistant to Mr. Gable, is now buyer of 
street, sport and casual shoes for men. 


Boot and Shoe Recorder 
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Avoid Careless, Wasteful Use of 
Tools, Equipment and Supplies 





UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Classified avd liad rds 











SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 





Essential Workers need Release Statements 


Essential Workers need Release Statements 





S ALESMAN—EXPERIENCED, for Western 
Pennsylvania, West Virginia, Ohio, and 
Western New York State. In stock lines of 
Men’s Shoes and Women’s Arch Shoes retail- 
ing $4.00 to $6.50; also Growing Girls’ and 
Boys’ Oxfords and a complete line of Play 
shoes. Territory well established. Drawing ac- 
count against commission. Must travel by 
machine. Reference he — information in 
first letter. Addre MELTZER, 28 
NORTH FOURTH STREET. PHILADEL- 
PHIA 6, PENNSYLVANIA. 


S ALESMAN—on commossion basis for West- 

ern Pennsylvania, to carry complete line of 
Children’s Shoes. Establish accounts. Address 
#158, care Boot & Shoe Recorder, 100 East 
42nd Street, N Y.. 17, N. Y. 


XCEPTIONAL OPPORTUNITY FOR AN 

EXPERIENCED SALESMAN who is now 
covering Brooklyn and Long Island, to take 
over our established trade for 20 years. 
PLATELL S SHOE COMPANY. 
WANTED: - Shoe Salesman, experienced to 

travel Southern States for Wholesale Shoe 
House; Commission basis; good opportunity. 
Apply: LOEB SHOE COMPANY, 324 ELM 
STREET, CINCINNATI, OHIO. 


POSITION WANTED 


BUYER & MANAGER—Young man_ with 
family now employed in position held for 
past four years. Have had 26 years’ experi- 
ence buying, selling and merchandising women’s 
medium and high-priced footwear and have, as 
well, thorough knowledge of men’s and chil 
dren’s shoes. Now making $100.00 per week 
plus bonus but wish to ¢ a change for the 
better. Am over draft age. Address #128, 
care Boot Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 




















RETAIL SHOE EXECUTIVE, now em- 
ployed: have had 15 years’ experience as 
topnotch Manager handling large volume units 
for large Chain organization. Draft deferred. 
Will locate anywhere in the East. Present 
salary $6,000. Address #149, care Boot & Shoe 
_——. 100 East 42nd Street, New York 
17, Y. 


DISTRIcT MANAGER now _ supervising 
family Shoe Departments for Chain, desires 
change. Consider supervisory work or Man- 
agement large volume unit. College graduate, 
accounting traning. Fifteen years’ buying and 
merchandising experience. Age 39—3AH. Ad- 
dress #152, Boot & Shoe Recorder, 209 South 
State Street, Chicago 4, IIl. 
RETAIL EXECUTIVE, SEVENTEEN 
YEARS’ EXPERIENCE buying, selling and 
managing Top grade and popular priced Men’s, 
Women’s and Children’s. Excellent reference 
and real producer. Age 36; Married: Draft 
exempt. Address #156, care Boot & Shoe Re- 
ie 100 East 42nd Street, New York 17, 








IDELINE SALESMAN for  non-rationed 

Shoes and Playshoes. Address #155, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 

IDELINE SALESMEN WANTED: Staple 

line of Boys’ McKay and Goodyear-Stitched 
dress Oxfords. Missouri, Nebraska, Kansas, 
Oklahoma, Arkansas, Louisiana, Mississippi, 
Alabama, Georgia, Florida, Tennessee, North 
Carolina, South Carolina, and Delaware. Re- 
putable firm—40 years continuous manufactur- 
ing record. Commission. Give references. AD- 
DRESS: HARRISON SHOE COMPANY, 
Everett 49, Mass. 


IDE LINE SALESMEN to carry Work 

Shoes that are always “IN STOCK.” All 
territories are now open. Address #163, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


LINE WANTED 


Exzeatencep SALESMAN, Chain Store 
following; excellent sales record; 4-F Draft 
status. Best references. St. Louis residence. 
Address #114, care Boot -& Shoe Recorder, 
1218 Olive Street St. Louis 3, Mo. a 


GHOE SALESMAN WITH LARGE FOL- 
~“ LOWING ON THE PACIFIC COAST. 
Have the best accounts in the following States: 
Washington, Oregon, California, Utah, Idaho 
and Montana; desiring line of Women’s and 
Growing Girls’ Sport Oxfords, Dress Shoes or 
Children’s Shoes of merit. A-1 references. Ad- 
dress #154, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 


WANTED: Have traveled Texas, Louisiana, 
past twenty-five years. Have good list of 
live accounts and following. Best of references 
of any source. Address #153, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
17, 


























hae. YEARS’ EXPERIENCE MAN- 

GING AND MERCHANDISING, better 
oan shoe store, desire to make change to 
outside selling position. Address #161, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y 


BUSINESS OPPORTUNITY 











CALIFORNIA CONSTRUCTION BOOMING © 


30 years’ mechanical and executive ex- 
perience, Brooklyn and California, en- 
ables me to plan, organize, manufac- 
ture improved products in California. 
New main or branch factory. Control 
prominent trade name and contacts. 


Address #160, care BOOT & SHOE RECORDER 








100 East 42nd Street, New York 17, WN. Y. 











BUYER & MANAGER—Hard worker. soher 

aggressive, 43 years of age, married, with 
two children eleven and fifteen. Twenty-five 
years’ experience buying, selling and merchan- 
dising men’s, women’s and children's medium 
and high- priced footwear. Now employed by 
large concern in same job held for last severa! 
years; want to make a change because my sal- 
ary is frozen. Will accept $7500.00 per year 
or better. go anywhere; but prefer south or 
west. Address #127, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 





HELP WANTED 








Essential Workers need Release Statements 


S HOE SALESMEN—Earn $300.00 to $500.00 

per month selling shoes in THE STYLE 
SHOP OF THE SOUTH. Commission basis, 
$50.00 per week guarantee. Guarantee Shoe 
Company. San Antonio, Tex. 











HELP WANTED 


Essential Workers need Release Statements 








FLOOR MANAGER—A large southern shoe 

store has an opening for a quick-thinking, 
alert floor manager. Top salary to right man. 
Address #994, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





AT ia=TOe. RETAIL SHOE SAL ES 
: There is a wanes opportunity in 
Health oh Shoe Shops for men with shoe re 
tailing experience who are capable of assuming 
——— and taking complete charge of 
ions. Unlimited earnings under ii 
-—\ profit-sharing plan. bility to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Persons in war work 
or essen’ activity not considered without 
statement of availability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave 
nue, Danville, Illinois. 





SHOE EXECUTIVE—One of America’s ten 

largest shoe establishments (not located in 
the east) has opening for an all around shoe 
executive, not as general r; but as an 
assistant, starting salary $100.00 per week. 

Your letter will not be answered, if you fail 
to give full particulars regarding yourself and 
your shoe experience covering last several years, 
giving names of all former employers and posi- 
tion filled with each. Addfess #995. care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





BUYER AND MANAGER—Children’s and 
Play-Shoe Department employing ten sales 
men. Exclusive agent. PROPRBILT, ED. 
WARDS, JUVENILE, VITALITY and other 
leading lines. Applicant must state salary ex- 
pected, age, and family connections; also by 
whom now employed as well as all other em- 
ployers covering last ten years; how long with 
each and in what capacity. Address #111, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y 





RETAIL SHOE SALESMAN with high grade 
retail experience, for Family Shoe Store. 
Salary $50.00 per week, and commission; good 
opportunity for advancement. Give full details, 
including draft status, and age. Send snapshot. 

E BUDGET SHOE SHOP, cor. State and 
Olive, Media, Pa. PHONE: 0990. 





WANTED TO PURCHASE 


FAMILY SHOE STORE, branded merchan- 

dise; New York, New Jersey States, or near- 
by Philadelphia. Address #162, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








NOTICE 


Wanted to buy odds and ends and 
close-outs of High Grade Shoes and 
also will buy complete shoe stores. 
Send Samples, size sheet and price. 


W. M. SHAFER 


Box 604 Lancaster, Ky. 











Minimum charge, 75 cents. 
address should be coun 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement 
For all other classified advertisements the rate is 7 cents per word. 
When a box number = desired twelve words should be added for the address. in ail other cases each word of the 
The rate for all dievtay classified advertisements is $5.00 an inch with a maximum of 46 words. 

Classified advertising is payable in advance. 


dl Advertisements for this page must be in eur New York Office 10 days preceding publication date. a 


is 4 cents per word for all encenneee advertisements. 


Minimum charge, $1.25. 








Boot and Shoe Recorder 


1 | 





L 


] MM. 
Fixt 
etc., N 
consid 
Washi 





MAI 

we 
STOR! 
half m: 
and Pe 
to Sout 
clean s 
opportu 
units. 
& Shoe 
York 1 





STA 

20 
Industr 
health ; 


chandis 
Record 




















May 15, 














ren’s and 
ten sales 
LT, ED 
and other 
alary ex- 
- also by 
other em- 
long with 
f111, care 
id Street, 





‘igh grade 
oe Store. 
ion; good 
ll details, 
snapshot. 
State and 


————— —— 


HASE 


———- —-—-——— 


merchan- 
} or near: 
re Boot & 
eet, New 


rice. 


fer, Ky. 


nts. 
1.25. 
the 





—_—<$<———— 


lecorder 














FOR SALE 


FOR SALE 





FOR SALE 





ATTENTION ! 2? 


CANCELLATION STORES 


NOW ON HAND 


HIGH GRADE WOMEN’S NOVELTY SHOES 


8.95 Retailers and Up. All Current Styles 
GOOD SIZE RUNS — PRICED RIGHT 


Also Many F ous Br ded Lines 











ae 


IMMEDIATE DELIVERY | 











45 WEST 34th ST.. NEW YORK CITY 


MMEDIATE SALE, Men’s Haberdashery 

Fixtures; sections; mirrors, show cases, tables, 
etc., National Electric Cash Register. Any offer 
considered. WRITE TO: Mrs. Joseph Klein, 10 
Washington Street, Carbondale, Pa. 





SMART. PROFITABLE CHAIN OF SIX 
WOMEN’S SHOE AND ACCESSORY 
STORES—in excellent locations; doing nearly 
half million yearly. Located in New York State 
and Pennsylvania Cities. Owner desires to move 
to South-West for health reasons. Good leases; 
clean stocks; exceptional money makers. Real 
opportunity for shoe chain to add good new 
units. Act quickly. Address #159, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





ESTABLISHED FAMILY SHOE STORE, 
20 YEARS; Steady income; Connecticut; 
Industrial Community; location Main Street. Ill 
health reason for selling. Mostly pre-war mer- 
chandise. Address #157, care Boot & Shoe 
a 100 East 42nd Street, New York 17, 





SHOE STORE FOR SALE: Retail Family 

Store; Invoice about $12,000. Southern 
City of 100,000. Did $50,000 in 1943. Rea- 
son for selling—owner in bad health. Address 
#116, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


JOBBERS OF FINE SHOES 
_ OPPOSITE McALPIN HOTEL 


Jimmy SALZMAN SuHuoe Co. 


_ PHONE WISCONSIN 7-5520 








FOR RENT 


WANTED TO PURCHASE 





ODERN SHOE STORE FOR RENT in 

Shenandoah, Pa., town of approximately 
35,000; next door to Woolworth’s; 100% loca- 
tion; available at once. Address #150, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y¥ 


WANTED TO PURCHASE 











SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stecks of shoes frea 
cetailers, jobbers and manufacturers. 
Visit ovr new woreheuses 

108-110 Duane Street, New Yori 

Phene: WOrth 2-5377 end S878 and S670 














SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 
Wire, phone or write tedey 
BARIS SHOE CO.., INC. 


79-81 Reade St., New York, N.Y. 
Phone WOrth 2-5180 

















WE CAN SUPPLY 


GENUINE LIZZARD SHOE UPPERS 


400 Pairs Weekly 


HENRY ROTENBERG 
720 Avenue U, Brooklyn, N. Y. 


WRITE, 


SELL US YOUR SURPLUS BETTER GRADE SHOES 
and convert into CASH & RATION CURRENCY 
any quantity and at fair prices 
WIRE OR PHONE 


M. K. WEIL SHOE CO. 
1326 Washington Ave., ST. LOUIS, MO. 


Ce. 4898 

















Esplanade: 5-8339 








MERCHANTS’ NEEDS 


SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 














GIVE RELIEF TO FOOT SUFFEREKS 
Longa - Lift Meta-Eze 
2 in_1._ Appliances 
$1.50 Pr. Pair. Longa 
Flange $2.00. (Open for 
Adjustment.) Arm- 
strong Cork covered 
with leather. Men's & Women’s Small, Med., 
Large. Opportunity for Chiropodist, Foot Specialist. 
Shoeman. Active partner in this old established 
business. Small investment. (Son entering service.) 











Plymouth, Onie 





__ 


Mura Heads Juvenile 
Department 


RocHester, N. Y. — Walter D. 
Mura has been made head of the 
juvenile footwear department of the 
W. D. Coon Company, succeeding Wil- 
liam A. Vogt, who died recently. Mr. 
Mura has been with the company sev- 
eral years. 
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WE WILL BUY FOR 
CASH 
RETAIL SHOE STORES 


AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 

















WE BUY 


STORES 


i2¢) a ee 2. 


SHOE 
BARSH & CEASAR 








ANTED SHOE STORE OR ACTIVE 

SHOE DEPARTMENT by young, ageres 
sive man; draft deferred; have operated own 
stores for many years. Locate 150 miles from 
New York. Invest up to $4,000. Address #148, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jebs” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 








WANT TO PURCHASE 
SMALL 
SHOE OR SLIPPER FACTORY 
New York City 
or Vicinity 
Address Box 151, BOOT AND SHOE RECORDER 
100 East 42nd Street, New York i7, NM. Y. 
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ROLLA 
FOOT EXERCISER 


widens your opportunity for 
service; gives you an addi- 
tional sales item. 

Both profitable to you and to 


your customers. 





ROLLA — Pat. App. for. 
A non-rationed accessory 


Easy to Sell! 


Retails at $2.00 





Sturdy, attractively finished. The 
5 rollers act with the efficiency of 
an expert masseur’s hands. 


Orders for 36 or more; your store 
name printed on the hospital di- 
rections for your customer’s effi- 
cient use. 

$12.00 per doz. F.O.B. Marietta, Net 


FOOT CHOICE SHOES, Inc. 
MARIETTA, OHIO 











HELP WANTED 


Essential Workers need Release Statements 











ASSISTANT SHOE BUYER 


Leading Cleveland department store; 
high grade ‘clientele; established lines; 
liberal income and future opportuni- 
ties; full details first letter in con- 
fidence. 

Address +166, care BOGT & SHOE RECORDER 
100 East 42nd Street, New York 17, WN. Y. 











NEED FOR IMMEDIATE EMPLOYMENT 

a live wire man to aaist owner in a Ladies’ 
Apparel and Shoe Store. Necessary qualifica- 
tions for the job are: ability to buy and sell 
shoes, trim windows, advertise, and take full 
charge of the floor. Excellent opportunity and 

| an attractive salary. Apply to MR. B . 
SHERMAN, of Sherman’s, Waynesboro, Penna. 


SALESMEN WANTED 


Essential Workers need Release Statements 











ALESMEN TO HANDLE COMPLETE 
LINE of House Slippers, Sandals, and Play 
Shoes. All territories open. Commission basis. 


State qualifications and references. Address 
#164, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





WANTED REPRESENTATIVE WITH 

VOLUME CONTACTS. $2.95 retailers, 
unrationed Men’s and Women’s Play Shoes. for 
following territories: Pennsylvania, Up-State 
New York, Michigan, Wisconsin, I[llinois—in 
cluding Chicago. Give full information and 
references in first letter. Address #167, Care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y 


| SIDE LINE SALESMAN WTD. 


Essential Workers need Release Statements 




















WANTED TO PURCHASE 


WILL BUY FOR CASH 


And Ration 
Currency 
MEN'S 
All-White 
or Two-Tone 
Sport Shoes 


NANKIN SHOE STORE 


158 E. Flagler St. 
MIAMI 32, FLA. 











T°? CONTACT OUR DEALERS and take | 


orders for the Rolla Foot oe map See ad 


vertisement in this issue. rite stating terri- 
tory desired. FOOT CHOICE SHOES. INC., 
Marietta, Ohio. 


NON-RATIONED GYM 
AND DANCE SHOES 


Make your traveling expenses with an in- 
stock fast-selling, pocket-size, sample line of 
nationally-advertised gym and dance shoes, 
established since 193!. Especially suited to 
those calling on high-grade Juvenile shoe 
| departments and shoe stores. When writing 
| advise what lines you are carrying; the terri- 
| tory covered and years of experience. 


PRIMA THEATRICAL 
SHOE COMPANY 


40 West Maple Street Columbus, Ohio 























Conformal Store Opens 
In Detroit 


Detroit, Micu.—One of the first 
shoe stores to be opened here during 
the war, and the first in the down- 
town district, is the new Conformal 
Shoe Shop, opened recently at 2014 
Park Avenue. New store is operated 
as a direct factory branch of Interna- 
tional Shoe Company. 

Manager of the store is O. T. Wat- 
kins, a shoe man of twenty years’ ex- 
perience, who was with the R. H. 
Fyfe Company here for a time. He 
has been active as salesman and store 


4 


manager for the past twenty years in 
Chicago, St. Louis, and Houston, Texas. 
spending the past fifteen years with 
the Scholl Manufacturing Company. 
He comes here directly from St. Louis, 
where he was with the Scholl retail 
branch. 

Store is comparatively small, about 
20 by 35 feet, with a center entrance. 
Windows, which are trimmed in black 
and silver border design, feature the 
line, with one window devoted to men’s 
shoes and one to women’s. 

An open stock display system is used. 
Informal atmosphere is enhanced by 
the use of smoking stands and acces- 








BEN ORLICK 


NEW YORK’S NEWEST JOBBER 
200 CHURCH STREET 
NEW YORK, N. Y. 


FAST-SELLING 
SHOES 





NO. 700—WHITE 
OPEN BACK PUMP, 


NO. 701—YELLOW 
OPEN BACK PUMP, 


NO. 702—PASTEL BLUE 
OPEN BACK PUMP, 


NO. 703—WHITE 
OPEN BACK OXFORD, 


NO. 704—YELLOW 
OPEN BACK OXFORD, 


NO. 705—PASTEL BLUE 
OPEN BACK OXFORD, 
PER PAIR 


$J-10 
—- NET, 10 DAYS 


18 AND 36 PAIR LOTS 
SIZES 4-8, 5-9 


WEDGE HEEL 


WEDGE HEEL 


WEDGE HEEL 


WEDGE HEEL 


WEDGE HEEL 


WEDGE HEEL 








POSITION WANTED 


2 YEARS’ RETAIL SHOE CHAIN EX- 

PERIENCE, supervisory capacity, merchan- 
dise, inventory control. Seeks connection. Ad- 
dress #165, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 











sories. Fittings, including the chairs, 
are in walnut finish, with two full 
length mirrors, one at the center of 
either side. Chairs are fitted in light 
tan leather, with two-toned red trim 
and beading. 

Entrance to the rear leads to a bal- 
cony which is used for office, stock, and 
service room. Direct delivery of stock 
is made by elevator to the balcony, 
facilitating the handling of merchan- 
dise in the limited space available. 





Larson Assistant 


At Branch Store 


SEATTLE — Roy Larson is the new 
assistant manager at Nordstrom’s Uni- 
versity branch store. Mr. Larson, whe 
formerly was assistant manager of 
Nordstrom’s main store downstairs 
department, was employed temporarily 
at Baxter’s Shoe store in Tacoma. 

Frank Semon, who until recently was 
assistant manager at the University 
branch, has been transferred to the 
downtown store. 


Boot and Shoe Recorder 
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—If you advertise in newspapers 
write today for free samples of 


. Sterling Shoe Mat Service 

A quarterly matrix service of carefully 
written copy, photographs and besuti- 
ful art work for direct mail and news- 
paper advertising. 


2. Vincent Edwards Idea Clip- 


ping Service 

Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see or 
leave the selection to ovr advertising 
staff. 


3. Learn Advertising at Home 
Advertising is an interesting study and } 
pores you to write more effective | 

fete etters; to acquire a larger vocabu- 
ry: to comprehend the sales and 
I roblems of a business, 
and to be de finitely in a oo te 


ideas. 


VINCENT EDWARDS & CO. 


World's largest advertising service 
organization | 


342 Madison Avenue, New York City 














Endicott-Johnson to Make 
Foot Comfort Shoes 


RocHESTER, N. Y.—Ideas for com- 
fort in shoes for feet in motion, as 
well as in repose, translated into lasts 
by Dr. R. Plato Schwartz, professor of 
orthopedic surgery at the University 
of Rochester, after years of scientific 
research, will be embodied in shoes to 
be manufactured in quantity by the 
Endicott-Johnson Corporation of Bing- 
hamton. 

Thus a new and pleasant chapter in 
American shoemaking is expected to 
begin. Because Dr. Schwartz believes 
that shoes made from these lasts will 
fit like stockings; that many of the 
foot ills with which humanity is 
afflicted will be eliminated through 
wearing them. 

Before 400 supervising heads of the 
Endicott-Johnson Corporation in the 
Endicott, N. Y., Lyric Theater Dr. 
Schwartz explained the theories on 
which he has been working since he 
Was a medical student years ago, illus- 
trating them with motion pictures. 

In presenting the speaker, Charles 
F. Johnson, Jr., announced that the 
War Production Board had authorized 
the company to start manufacturing 
various types of these shoes, “namely 
men’s dress welt, misses’ and children’s, 
nurses’ oxfords, welt work shoe and 
nailed work shoes. These shoes will 
be manufactured in the Fine - Welt, 
Fair Play Annex, Scout Factory and 
Pioneer Factory.” 

He said that while Dr. Schwartz had 
worked out this idea, “it is through 
our co-operation as manufacturers to 
put it into practice and we are now 
ready to go ahead on production. These 
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shoes will be manufactured of good 
quality materials and sold at prices 
higher than we have customarily 
charged for our shoes.” 

Mr. Johnson also emphasized that 
when the war is over and “we return 
to normal production, competition in 
the shoe business is going to be as 
keen as it ever was and perhaps more 
so.” 

Dr. Schwartz recounted that “in 
neither a large textbook of psychology 
nor an accordingly large textbook of 
pathology can a doctor find even a 
few pages relative to normal functions 
of walking.” 

That is why he set to work on the 
subject, first making studies of feet in 
motion and the action of some shoes 
in retarding the action of muscles of 
the feet. He set about to devise a way 
to develop shoes that would work in 
harmony with these muscles.” 


“It’s a Girl’ for the Chinn’s 


SaALisBurY, N. C.—J. William Chinn, 
proprietor of Darling Slipper Shop, 
here, sent out unusual announcements 
of the birth of a daughter, Sandra 
Nelson Chinn, recently. The announce- 
ments were in the form of theater tick- 
ets to the Chinn Production of “Its a 
Girl.” Sandra Nelson Chinn was named 
as star; Pauline B. Chinn as produc- 
tion manager; Dr. F. O. Glover, direc- 
tor; J. William Chinn, author. 








Remodel Non-Rationed Shop 


ATLANTA, Ga.—Davison’s has _ re- 
modeled its street floor non-rationed shoe 
shop. Fresh paint, enlarged cases, a 
new floor covering, and new fixtures 











WARS 
\ SAUL BONERS 





DESPITE PRIORITIES, MANPOWER 
AND MATERIAL SHORTAGES, 
WE ARE ABLE TO OFFER 


A COMPLETE LINE OF UNUSUAL 
ADVERTISING NOVELTIES AND 
SOUVENIRS FOR BOYS AND 
GIRLS. 


PROMPT DELIVERY ASSURED 


42 YEARS OF LEADERSHIP 


THE INDUSTRIES fc. 


39-45 WEST toch STREET NEW YORK CITY 





give the shop an appearance of Spring- 
time. Display niches in a dusty pink 
cloud effect against blue walls are espe- 
cially effective. 





Men’s Wear Group Honors Trade Press 





Los Angeles, Cal.—The Board of Direc- 
ters and members of the Men's Wear 
Manufacturers of Los Angeles gave a 
cocktail party in the Gold Room of the 
Ambassador Hotel, recently, paying trib- 
ute to the splendid cooperation given 
the Southern California manufacturers 
by the trade press. Left to right: Louis 








Crowell, 


Co.; 
Charbonneau of Casuals, inc.; Harry R. 
Terhune, Field Editor BOOT AND SHOE 


Wiseman Mfg. Marian 


RECORDER; Melville Kaufmann, presi- 
dent, Casuals, Inc., and association di- 
rector; Sam Hyman, Cetalina Knitting 
Mills; and Jack Kepler, Jane Taylor buy- 
ing office. 
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